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business is attracting a better class 

e right 
men as agents. Many causes are 
n for this change but the outstand- 
fact seems to be that the higher 
ES be man realizes that the life insurance 
: piession has dignity and adequate 
mpensation. Life insurance as a last 
SELL ort to keep the wolf away from the 


or has changed and a new order of 
The old man who 
led at everything else and took a 
ing at the life insurance business is 
me, or practically so at least. Younger 
Men who realize 


ings has come in. 


en are coming in. 


t they can build a future are entering 
The millen- 
um has not been reached by any means 


ts 
cage becoming progressively better each 
par. 


life insurance business. 


the signs are all pointing to a much 


er class of salesmen. 


Selling Larger Amounts 


Greater amounts are being sold, sales- 
en realize that equipment is necessary 
order to make big sales. The average 
yman is more interested in life insur- 
hee now than he was several years ago. 
thas willingly studied out many of his 
rob He has been able to see 
nat life insurance can help him materi- 
ly and he has gladly listened to the 
Comment by 


n problems. 


fe insurance salesman. 
ome of the officials is as follows: 


lan in and get him trained so that he 
a producer, he will have at least 20 
ars of good production ahead of him. 
t taking in an old man and training him 


Walter E. Webb, National Life, U. S. 
: “We are constantly attracting 
unger men. When we get a young 
WA i, you are really taking in a man who 


Son the down grade. 


mn the past. 


Rhead of them.” 
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mpany Officials Are Optimistic 


RNOVER IS DECREASING 


lic Is Gradually Learning More 


fe insurance officials in Chicago are 
eed that during the past few years 


The business 


; He cannot pro- 
uce in the future what he has produced 
We have made a special 

udy of agency turnover and we have 
een able to reduce that factor materi- 
ys ly by attracting younger men. We are 
~4 ing men who are on the way up, 

; nen who have many productive years 


W. W. Willis, Connecticut General: 
All general agents are agreed that it is 
“str to talk to higher grade men. 
- tretofore it was very difficult to inter- 
est men of higher type in the life insur- 
mt business. But nowadays the man 
wi give you a much better audience. 
IS is undoubtedly true because the 
n knows more about life insurance 
now than he did several years ago. 
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LIFE INSURANCE EDITION 


MAY INSURE AVIATORS 


GOVERNMENT INSURANCE PLAN 





Would Substitute $10,000 Policy for 50 
Percent Extra Pay of 
Flying Men 


WASHINGTON, D. C., Aug. 19.—A 
proposal to substitute free government 
insurance for the extra pay granted by 
Congress to officers and men on flying 
duty has been drafted by officers of the 
general staff who have from time to 
time attacked the extra flight pay. 

The proposal has not yet been ap- 
proved by Secretary of War Weeks or 
Acting Secretary Davis. Secretary Da- 
vis in charge of the war department dur- 
ing Mr. Weeks’ illness is a strong be- 
liever in the development of aviation, 
and it is doubtful if he will give his ap- 
proval to the scheme which is absolutely 
opposed by the flying men. 


Aviation Is in Favor 


Because of the enthusiasm developed 
for aviation in all departments of the 
government, even Mr. Lord, director of 
the budget favoring liberal treatment—it 
is thought that the insurance scheme 
will not find much support. Its oppo- 
nents state that it will cripple the avia- 
tion arm because it substitutes an insur- 
ance policy for 50 percent additional 
based pay. Those who favor the plan 
however are determined and it is ex- 
pected that a stiff fight will be put up 
next winter. 

The amount of insurance has not been 
disclosed but is said to be $10,000. Air 
officers claim that if they were to devote 
their additional pay to insurance from 
private companies it would purchase 
$30,000 of life insurance. 

Because aviation is especially attrac- 
tive to bachelor officers, many of. whom 
have no dependents, the insurance pro- 
vision is not as attractive as it might be. 








getting high class men into the busi- 
ness. Insurance is becoming known 
more and more each year. It is becom- 
ing recognized as a business for men of 
intelligence. 

“More business is being sold today 
and a good deal of the increase is due to 
men who are carefully studying life in- 
surance and see in it an opportunity for 
real protection both for themselves and 
for their business. They have taken time 
to sit down and study it out for them- 
selves.” 

Better Each Year 


E. S. Ashbrook, North American Life: 
“Undoubtedly the business is getting 
progressively better. The layman knows 
more about insurance now than he did 
several years ago. The business is at- 
tracting a better type of men. Salesmen 
in all lines are recognizing life insurance 
as a high grade and remunerative busi- 
ness. As to agency turn-over, I believe 
that it is just about the same as it has 
been for the last few years. Shortly 
after the war the business attracted 
many men who were not fit for the life 
insurance business. They got into it 
because it was easy to sell at that time, 
+ but as soon as the slump came along 
they got out. It was then that we really 
squeezed the water out of the business 





¢ is a still greater opportunity for 


and started to build it up solidly.’ 
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IS PROMISED FOR THIS WEEK 





Superintendent Beha’s 1925 Volume Is 
National in Scope; Shows Gains 
On All Sides 


ALBANY, N. Y., Aug. 20.—James A. 
Beha, state superintendent of insurance, 
will issue “Part II—Life Insurance” of 
the 1925 report of his department early 
this week, about 60 days in advance of 
last year. Copies will be supplied to the 
interested companies, to insurance de- 
partments of other states and the insur- 
ance press. 

This volume carries abstracts and 
tabulations of 1924 business of 15 New 
York life insurance organizations and 
of 23 of other states authorized in New 
York; also abstracts of 1924 statements 
of pension funds and retirement systems 
organized under the laws of New York 
and obligated to report yearly to the in- 
surance department. 


Will Show Nation-wide Gain 


As nearly all the larger life companies 
of the United States do business in the 
state, the New York report reflects 
closely the progress of life insurance 
throughout the United States. The 1925 
volume reveals a continuance of the 
large advances made in recent years. 

The assets of the 38 companies re- 
porting to the New York insurance de- 
partment, at the beginning of 1925, ex- 
ceeded nine billion dollars, nearly half 
of which is held by New York state 
companies. 


Farm Mortgage Loans Popular 


Owing to the increased activity of life 
insurance companies in the mortgage 
loan field during recent years, it is of 
interest to note that their investments 
of this class totaled $3,465,019,019 at 
the opening of the current year, or lit- 
tle short of half a billion in excess of 
one-third of the total assets held by the 
companies of this class. The mortgage 
loans on farm properties total about 
$250,000,000 less than loans on other 
properties. 

Surplus and special funds (including 
$17,964,000 capital) over all liabilities 
possessed by the 38 companies amounted 
to $633,873,260, considerably over one- 
half being held by New York state com- 


panies. 
Over a Billion Paid Out 


During 1924 these companies had an 
income of $2,255,490,270 and made dis- 
bursements of $1,545,801,823. Of the 
last amount $1,089,297,043 went to 
policyholders or their beneficiaries. 

As compared with the year previous, 
the life companies reporting to New 
York show increases for 1924 as follows: 
In assets, $785,808,294; liabilities, $670,- 
044,798; income, $228,118,181; disburse- 
ments, $115,719,106. 

The aggregate number of policies in 
force with companies authorized in New 
York on Jan. 1, 1925, was: Ordinary 17,- 
124,763, industrial 57,829,543; whole 
amount at risk, ordinary $41,787,216,163, 
industrial $9,835,229,646. 


Fraternal Risks Swell Total 


The addition of fraternal and assess- 
ment risks of $6,746,906,076 carried by 
societies and associations authorized in 
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LIFE BUSINESS GROWS 
MORE COMPLICATED 






Number of Classifications Steadily 
Increasing Through New 
Coverages and “Ratings” 









EXPENSES ARE INCREASED 


Big Volume of Correspondence Neces- 
sary to Meet Increased Service 
Demands 


Men who have been in the life insur- 
ance business for a number of years are 
struck with the fact that the business is 
becoming more and more complicated 
all of the time. Whereas eight or ten 
years ago there was only one rate for 
each age, now the agent finds himself 
equipped with two or three occupational 
classifications, two or three different 
disability and double indemnity rates, 
and a series of substandard possibilities. 
In addition inheritance taxes, business 
insurance and installment options have 
developed. ; 

This situation has both its advantages 
and disadvantages although, of course, 
the advantages outweigh the latter. The 
advantages are: First, that the agent has 
a much wider field through the sub- 
standard arrangements. Second, he has 
more plans to offer and can more closely 
fit the peculiar needs of his client—in 
other words, can render better service 
and give greater satisfaction, which in 
the long run means more business and 
larger policies. 

Greater Knowledge Necessary 


Disadvantages, or rather complica- 
tions, are first, that a much greater 
knowledge is required of life insurance 
men. They must know about install- 
ment options, substandard propositions, 
and provisions of various disability 
clauses and how to apply them. While 
all agents do not have to know inheri- 
tance tax and business insurance, all 
general agents must be informed on 
these subjects for the benefit of the so- 
licitor. 

Second, these changes are the cause of 
greatly increased expense to the com- 
panies, branch offices; and _ general 
agents. Much correspondence is neces- 
sary to clear up substandard matters 
and matters relating to the various dis- 
ability clauses. Sometimes the policies 
cannot be issued as expected and it is 
necessary to dicker around and see what 
can be placed and what the company 
will accept. 

Some say the tendency is to continu- 
ally increase the number of rates and 
classifications. On the other hand, there 
are those who say that competition is 
tending to flatten out the rates on sub- 
standard risks. There is a more liberal 
acceptance of risks as standard. Some - 
companies accept a rating of 125 as 
standard. Other companies put the rat- 
ing at 115 as the maximum which will 
be taken as a standard risk. Whether 
the classification by rating will be 
greater or less in number, as time goes 





on, is a question. 
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CHANGE IS ANNOUNCED 


—_——— 


FRATERNAL AID UNION PLAN 


At Annual Convention Revision Was 
Made as to Titles of the National 
Officers 


At the quadrennial session of the Su- 
freme Lodge of the Fraternal Aid 

nion of Lawrence, Kan., held at Colo- 
rado Springs, the record showed that 
on June 30, 1925, the assets were $8,- 
114,272. 

Important changes were made _ in 
rules affecting the writing and liberaliz- 
ing of certificates. Titles of all officers 
were changed from “supreme” to “na- 
tional.” Two new committees were 
created, one the “executive committee” 
to have daily supervision of all mana- 
gerial details, composed of the national 
president, national secretary and na- 
tional treasurer, the other “investment 
and loan committee” to handle all in- 
vestments, headed by the national 
treasurer, the other members being the 
national president and a third person 
who is a financial and investment ex- 
pert. 

Approving the business methods em- 
ployed by National President T. N. Dol- 
ley, the session reelected him to that 
office. National Secretary Samuel S. 
Baty was elected to the office he has 
long filled, the meeting changing it to 
an elective instead of an appointive po- 
sition. National Treasurer T. J. Swee- 
ney was reelected. Sam L. Kern of 
California is the new national vice- 
president. The board of directors 
chosen is: John Hasselberger of New 
York, W. C. Hartray of Illinois, F. M. 
Pearl and Martin Miller of Kansas, and 
Lon A. Smith of Texas. Dr. V. A. 
— was elected past national presi- 

ent. 


N. Y. REPORT ON LIFE 
PROMISED THIS WEEK 
(CONT'D FROM PRECEDING PAGE) 


New York will make an aggregate of 
life insurance carried by all organiza- 
tions reporting to New York of $58,369,- 
351,885; which is about 80 percent of the 
life insurance in force in the United 
States, not considering the federal war 
service insurance. 

The status of life insurance in the 
state of New York is indicated as fol- 
lows: 

Policies issued in 1924, ordinary 495,- 
298, for $1,477,731,389; group 228, for 
$323,057,810; industrial 1,778,431, for 
$490,089,166, 


Almost Ten Billion in Force 


Policies in force Jan. 1, 1925, ordi- 
nary 3,260,575 for $7,753,255,733; group 
1,559, for $738,383,327; industrial 11,386,- 
484, for $2,176,065,922. 

Premiums received in New York on 
these classes during 1924, $376,489,557; 
claims incurred, $100,754,058. 


MERCHANTMEN CLUB ELECTS 


C. L. Fair of Grand Rapids Heads 
Agents of Des Moines Company 
on Production Basis 


C. L. Fair of Grand Rapids, Mich., 
was elected president of the Merchant- 
men Club of the Merchants Life of Des 
Moines at the annual agency convention 
at Troutdale, Colo. The other officers 
of the club, all elected on basis of pro- 
duction, are L. R. Roberts, Adel, Ia., 
vice-president, and John W. Palmore of 
Ravenna, Tex., secretary. 

Agents from twelve states and their 
families attended the convention at 
which President W. A. Watts and other 
officers of the home office were present. 


North American to Build 


_ The North American Life of Toronto 
is preparing to erect a new office build- 
ing. 





AGENTS MEET MONDAY 


NATIONAL LIFE, U. S. A., CLUB 


$100,000 Men and Families Will Be 
Guests of Company for Three 
Days Next Week 


Approximately 125 members of the 
“Hundred Thousand Club” of the Na- 
tional Life, U. S. A., will gather in Chi- 
cago over the week-end for the annual 
meeting of the club which will be held 
Monday, Tuesday and Wednesday of 
next week at the Edgewater Beach 
hotel. 

All arrangements have been com- 
pleted for both business and social ses- 
sions, and Vice-President Walter E. 
Webb, who will be in charge of the 
program, is looking forward to a suc- 
cessful convention. Many of the agents 
will bring their families, 


Award of Johnson Trophy 


The climax of the convention will 
probably be at the Wednesday morning 
session when the star producer of the 
club, unknown as yet, will be awarded 
the Johnson Efficiency Trophy, a silver 
cup presented by President Albert M 
Johnson to the member of the club who 
shows the largest percentage of increase 
over the previous year’s business. Dal- 
ton McDonald, state agent at Towner, 
N. D., won the cup last year. 

The morning sessions will be given 
over to business, while the afternoons 
will be turned over to entertainment. 
The program is as follows: 


Monday Morning 


Addresses of 
Johnson, president, 
vice-president. 

Some Successful Methods Used by 
Three Star Salesmen—W. H. McClintock, 
E. L. Almand, W. B. Combs. 

Complete Production—J. A. Kissinger. 

Helpful Suggestions from the Under- 
writing Department—H. L. McCourtie. 

Visualized Sales Methods for the Rural 
Agent—Thomas J. Duncan. 

Progress of the Medical Department— 
Dr. W. A. Jaquith. 


Welcome — Albert M. 
and Robert D. Lay, 


Afternoon 


Automobile trip through North Shore 
and suburbs, followed by reception and 
buffet supper at the home of President 
Johnson, for agents and home office em- 
ployes. 

Tuesday Morning 

Why My Business Persists—R. E. 
Hooyer. 

Methods of Securing and Training New 
Men in a New Agency—J. W. Sorenson, 
O. C. Meek, Lee Parker. 

Enthusiasm, the Motive Power of Suc- 
cess—B. F. Maxey. 

The Pacemakers are Keeping Our Men 
on Their Toes—Frank E. Davis. 

Workable Plans for Conserving Busi- 
ness—J. Crosby. 

A Glimpse Into the Underwriting De- 
partment—John C. B. Parker. 

Some 1925 Ideas I Find Helpful—aA. J. 
Faerber. 

Team Work in Our Agency—V. M. 
Tresslar, James S. Barrow. 


Afternoon 


Ball game at American League White 
Sox park; conducted trip through Mar- 
shall Field store. 

Banquet at Edgewater Beach hotel, 
6:30 p. m,. 


Wednesday Morning 


Why a $100,000 Club—W. J. Weber. 

Methods That Have Helped Me Close 
More Than One Application a Day for 
the Last Six Months—J. G. Dewey. 

The Company’s New Organization 
Plans—R. E. Irish. 

Two Hundred Fifty-seven “Apps” in 
Twelve Months—A. D. Hemphill. 

The Greatest Business in the World— 
White L. Moss. 

Adios — Alfred MacArthur, 
Club President. 

Plans for the New Year. 

Awarding of Johnson Trophy. 

Distribution of $100,000 club emblems 
to new members. 

Distribution of prizes won during year. 


Retiring 





PLAN ANNUAL SCHOOL 


CHAIRMAN VERY OPTIMISTIC 


Committee Feels That Life Salesman- 
ship Course Deserves the Support 
of Company Officials 


Of the 119 graduates of the life insur- 
ance salesmanship course held in Chi- 
cago this summer under the auspices of 
the University of Pittsburgh, none is 
more sold on a continuance of this 
course than Roy L. Davis, who has 
been chosen chairman of a committee to 
further such a movement as a perma- 
nent factor in Chicago. 

The chief aim of the course which the 
committee hopes to make an annual af- 
fair will be to bring to the life under- 
writers of Chicago the realization that 
life insurance is a profession in which 
the man who studies will win. 


Feels Sure of Results 


Mr. Davis is extremely enthusiastic 
and optimistic as to the results that 
such a school could accomplish in Chi- 
cago. He feels that the course con- 
ducted by the University of Pittsburgh 
was merely_a starter. 

“While this was not a complete course 
in any sense of the word,” declared Mr. 
Davis, “it did show us the different 
roads by which we could reach our cov- 
eted goal—success in the life insurance 
business—and then pointed out some of 
the things which we could do to make 
those roads easier to travel. 

Course Opened New Channels 


“Naturally one always gets a great 
deal of general benefit from such a se- 
ries of lectures, but in my own case, 
and in the cases of many others I know, 
the course did more. It opened up new 
channels of solicitation which I did not 
know existed. It showed me that if I 
were to succeed in this field I would 
have to be more than a salesman and 
order-taker, that I would have to con- 
sider myself in a profession—a specialist 
in insurance. / 

“The course taught me particularly 
this: Really, to get anywhere I would 
have to learn to fit insurance to a man’s 
needs, rather than try to fit him to some 
particular policy I might think he should 
have. 

Saved Two Years of Knocks 


“If it were not for what I learned in 
this school, I am positive I would have 
spent at least two years learning by ex- 
perienée to avoid the things this series 
of lectures taught me to look out for. 
T know others feel the same, for several 
have told me that this school would 
have saved them two or three years of 
hard knocks had they been able to go 
through it when they were new to the 
field. 

“TI said before that the course was not 
a completed one. The staff showed us 
different lines along which we can de- 
velop as our personal likes dictate. 
Business insurance, personal insurance, 
income, program, bequest insurance, 
these are several of the different chan- 
nels to which my eyes were opened. 


Learned to Study Conditions 


“I know that I am better equipped 
now to plan with a man regarding his 
needs than I was before. I have learned 
that I must first find just what a pros- 
pect wishes to accomplish with his life 
insurance. Knowing that, I can plan 
with him. Instead of selling a man, I go 
along with him and let him sell himself. 
If his wife is well taken care of through 
a private income, why should I waste 
time trying to use his wife’s dependency 
as an argument? I must select argu- 
ments that will fit his case; and the only 
way in which I can do that is to study 
his needs first. 

“There are dozens of life underwrit- 
ers in Chicago who go out on cold can- 
vass, knowing that by the law of aver- 
ages they will get so many applications 
from so many calls. It is this blind so- 





NEW HOME OF acy 


PLANS TO BUILD Ar 

Washington Company Buys p 

Near Capitol Grounds {fq 
Home Office Site 


The Acacia Mutual Life of Wag: 
ton, D. C., has announced the pure 
of two city blocks adjacent 
capitol grounds as a site for jts 
home ofnce building. The recent, 
quired property will also figure », 
nently in a housing and developy 
plan which the Acacia will soon 
‘or its employes. 

The plans of the company cq; 
the immediate erection of a fire 
building of six or seven. storig 
cover part of the building site y 
will be used as a temporary home ¢ 
building until a permanent on 
erected.. Then the temporary office 
be converted into a unit of the hoy 
development which the company 
planned for its home office worker, 


New Site Easily Reached 


The new home office site is cent 
located, within easy reach of the Us 
station and the postoffice. It was um 
cumbered at the time of purchase, } 
ing been the site long ago of a lm 
yard and flour ‘mill. Practically 
Washington car lines pass the prope 
or run close by. 

The Acacia executives expect the 
operation of the Fine Arts Commiss 
of Washington in planning the pen 
nent office building. 


Seek $200,000,000 by Jan. 1 


The last annual report of the Acs 
showed strong development, and W 
liam Montgomery, president, expe 
that the business in force will total 
least $200,000,000 by the close of { 
year. 








licitation which causes so many failure 
and such a heavy turnover in the i 
insurance field. ie 

“We now have a committee in charges 
furthering the salesmanship school, b 
that is only a start. The next step is 
to the agency managers and compat] 
officials. If they agree with us th 
every agent should realize that this is 
profession and that specialized servic 
will win, then we can organize a scho 
that will accomplish much. 


The Purpose of the School 


“That is our aim, to bring to all lit 
insurance salesmen the realization t 
they are in a profession; that they mus 
specialize to accomplish real results; th 
they must fit insurance to the man am 
not the man to a policy; that the ims 
ance profession is greater than any 0m 
company and that unethical method 
are as much out of place here as in tit 
legal or medical professions; that thet 
are several ways to accomplish the samt 
purpose and that only a study of cont: 
tions will point out the shortest way. 

“Those are some of the things i 
recent course taught us—knowleds 
which we want to pass on to every mal 
in the field.” 


Seeks “Gentlemen’s Agreement” 


The Phoenix Mutual Life will have ™ 
its exhibit at the Direct Mail Conventivs 
in Boston:in October a “gentlemen 


agreement” display as regards a “gentle 
men’s agreement copyright” of its ™ 
terial. So much good insurance adve 
tising material is defeated in its va 
and originality by copying, that ja 
plan seems to promise merit and ¥ 
probably be carried out by other com 
panies and organizations all around t 
country. Duplicated advertising mat 
received through the mail by a prospe’ 
is a deterrent to the effectiveness ® 
such work. 
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A. GILLISPIE SETS 
REMARKABLE RECORD 





ured 101 Applications on Select 
Risks in His Home City 
in One Day 
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When E. A. Gillispie, Guardian Life 
gent at Shreveport, La., set the world’s 
ecord for the number of applications 
or life insurance in one day by push- 
g the number up to 101, he accom- 
lished a remarkable feat. Undoubtedly 
Mr. Gillispie’s achievement will stand 
for some time. Just a few days before 
Mr. Gillispie made his record the num- 
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E. A. GILLISPIE 


Breaks Record in Writing Largest Num- 
ber of Applications in One Day 






ber was jumped from 72 to 75. An out- 
standing point in connection with this 
record is that he did not stop at 75 or 
0. He was not content to merely beat 
the record by a few applications. In- 
stead of that, he did not even stop at 
the century mark but went beyond that. 
A record of this kind deserves com- 
mendation. It is truly a remarkable 
record when his field is considered. All 
the applications were taken in Shreve- 
port. The population is 75,000 but the 
white population is but 35,000 or 40,000. 
1s record is truly remarkable when 
the fact is considered that it was 
achieved in a southern city in midsum- 
mer, when the average life insurance 
agent is prone to consider the hot 
weather and the vacation season. But 
let Mr. Gillispie tell his story: 


Wanted to Honor Guardian 


, My term of office as president of the 
eaders’ Club of the Guardian was 
drawing to a close. I wanted to do 
— tor my company. I wanted 
r show my appreciation in some way. 
oo in quandary when my manager, 
tn Brinkman, Jr., hit upon the happy 
how and we must give the ‘Insurance 
‘ esman credit for it, for we saw in 
py Paper the 72 record that was hung 
— May. Mr. Brinkman suggested 

4 go out to beat it. I set Aug. 6 
as the day and for five days before that 
made it my business to visit my 
ends and people I knew, telling them 
poe wanted to do. I wanted to 
: ish a new world’s record for the 
umber of life insurance applications 





for Great Life Insurance Exhibit 
at Sesqui-Centennial Exposition 





PHILADELPHIA, PA., Aug. 19.— 
William H. Searle, assistant to John 
William Clegg, president of the Na- 
tional Association of Life Underwriters, 
is dividing his time this month between 
the Philadelphia and New York offices 
of the Association. Three days of the 
week he is usually here and the balance 
in New York. After the middle of this 
month, however, Mr. Searle will spend 
most of the time in this city, inasmuch 
as President Clegg is away on his vaca- 
tion until Labor Day. 


Exhibit Is Favored 


Mr. Clegg’s office continues to receive 
favorable replies from big life insurance 
company presidents indorsing the move- 
ment of a great life insurance exhibit 
at the World Sesqui-Centennial Exposi- 
tion here next year. Mr. Clegg has 
asked. the life insurance companies to 
support this movement financially and 
every other way so that life insurance 
at the next great World’s Fair may 
show the people of the earth how prom- 
inent a place it occupies in the hearts 
and homes of the American people. 
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PROPOSAL IS FAVORED| WAITING FOR REPORT 


——— 


CLEGG GETS STRONG BACKING | GETTING DOCUMENT IN SHAPE 





Company Officials Endorse Movement | Expected That Results of the Examina- 


tion of Inter-Southern Life Will 
Soon Be Known 





LOUISVILLE, KY., Aug. 20.— 
Those interested in the Inter-Southern 
Life are awaiting the audit report of 
the company by Ernst & Ernst, the 
public accountants, which was ordered 
by Commissioner Saufley of this state. 
Ernst & Ernst state that the report is 
now being typewritten and will be in 
the hands of Mr. Saufley in a few days. 
It is understood that a member of the 
firm will be in Louisville this week in 
conference with the insurance commis- 
sioner. Commissioner Saufley has not 
indicated when he will release the re- 
port. 


Has Office but No Duties 


Stanley Reed, secretary, director and 
agency superintendent has been de- 
throned as head of the agency depart- 
ment, but still holds the office of sec- 
retary and goes daily to the Inter- 
Southern Life Office. However, no du- 
ties are given him and he is practically 
cut off from the activities of the insti- 
tution. President James R. Duffin is in 
control and is directing all the activities. 








procured in one day. I wanted to take 
them to the convention. 

“I called on my friends and on people 
who would not doubt my sincerity. In 
the five days prior to Aug. 6 I called 
upon more than 200 people and got 104 
promises to give me applications. Right 
here let me say that I found out a lot 
about the number of people I could 
call on in one day. 
that 15 calls constituted a good day’s 
work, but I found out that I could call 
on 40. 
good interviews, also. I left the office 
at 8:30 and worked until noon. I 
started out at 1 p. m. and kept going 
until 5:30 p. m. 

Careful Preparation Made 


“In preparing for my drive on Aug. 6 
I was very careful. On each case I 
had made out a card. I carefully routed 
all these cards so that there would be 
no waste of time. When I started out 
at 6 a. m. on 
those people whose industries and estab- 
lishments were open at that time. I 
had everything on a schedule. 
as I wrote an application I tore up the 
card. I worked on these early indus- 
tries until 8:30 when I invaded the office 
buildings and stores. 
the applications in some cases I filled 
out the entire application. In other 
cases I knew enough about the appli- 
cant merely to get his signature and 
let it go at that, filling out the app 
later in the day. 

“For the medical examinations we 
had worked out a plan also. Two doc- 
tors did nothing else all day long. Mr. 
Brinkman, my manager, stayed at the 
doctor’s office and just shuttled the 
applicants from one doctor to another. 
They did nothing else all day long and 
stayed on the job until 8:30 that night. 
Of the 101 applications taken 62 were 
examined that day! And all of the 62 
were recommended by the examining 
doctors. I was very careful in my 
selection. I called only on people whom 
T considered good life insurance risks. 
If I knew a person had an impairment 
of some kind, I left him off the list, 
because I wanted to avoid rejections. 


Calls Were Satisfactory 


“Even my late calls worked out sat- 
isfactorily. I did not have any trouble 
in making my evening calls. Everyone 
was anxious to see me, and everyone 
wanted to know how I was coming 
along. One of the men in our office 
gave me most valuable assistance. He 
drove me around in his car all day 





As soon | 


long. In some cases the motor was 
left running while I dashed in, got the 
app and out again to the next stop. 
“After the drive was over there was 
one phase of it that really made me feel 


bad. Five people called me up and 
were insulted that they were not in- 
cluded in the record drive. Two of 


| the applications were mailed in to me. 


I used to think | 


I did and I had some mighty | 


I had my 101st application at 10 p. m., 
and we stayed in the office until 12 p. m. 
completing the applications.” 
President of Leaders’ Club 
Gillispie has with the 


Mr. been 


| Guardian for six years and that consti- 


|} accountant. 


tutes his entire insurance experience. 


| He was persuaded to enter the life in- 


surance business by Mr. Brinkman. 
Prior to that Mr. Gillispie was a public 
He was president of the 
Leaders Club of the Guardian Life for 
1924-1925 with a personal production of 


| $650,000. 


Aug. 6 I called upon | 
| achievement 


In writing out | 





In upon 
said, “The 
me on the 


phone and 


commenting further 
Mr. Gillispie 
day after people called to 
street, called me on the 
wanted to know how came out. 
Everyone was interested. I have made 
some mighty valuable conclusions fol- 
lowing this drive. In the first place, I | 
have been overlooking my best pros- 
pects. All of the people on whom 


his | 


EVERY LAPSE MEANS 
LOSSES TO COMPANY 


Montgomery Tells Policyholder 
That Popular Opinion 


Is Wrong 


POLICYHOLDER LOSES TOO 





Agents’ Contracts Call for Increased 
Compensation for Permanent Busi- 
ness—Tax Burden Heavy 





WASHINGTON, D. C., Aug. 19.— 
In a report to the members of the asso- 
ciation William Montgomery, president 
of the Acacia Mutual Life Association, 
a legal reserve .Masonic company of 
Washington, D. C., places considerable 
emphasis on the cost of lapse of life in- 
surance to the company. He also brings 
out the heavy burden of taxation upon 
mutual life insurance companies. 

Mr. Montgomery says: 

“There are two things in connection 
with your organization that I want to 
particularly bring to your attention. 
One is the enormous burden placed 
upon the policyholders or members of 
any life insurance company in the mat- 
ter of taxes, both state and national. 
The funds of his association are your 
funds, and out of these funds last year 
the association had to pay $88,296 in 
taxes, besides reserving $103,000 to be 
paid during this year. This is putting 
a burden upon you that is not justified. 
It means that on the average about two 
and one-half percent of all premiums 
collected goes for taxes. When you 
remember that savings banks only pay 
about three percent on deposits, you 
can appreciate the enormous burden 
that these taxes put upon you. 


Lapse Problem Noted 


“The other matter is the problem of 
lapses of life insurance policies with 
their attendant loss to the people who 
lapse them as well as to the companies 
issuing them, and the subsequent burden 
in the matter of cost it places upon those 
who continue their policies, a burden as 
unnecessary as it is undesirable, There 
seems to be an almost universal opinion 
among the people generally that a 
lapsed policy meas a profit to the com- 
pany; such, however, is not the fact. 

Loss to Company 

“Instead of a profit, there is a direct 

loss to the company on every policy that 


lapses, particularly those that lapse in 
their first or second years. This loss to 





called were friends and yet of the 101 
written, 70 of them had never been 
written for life insurance by me before. 
It is plain that I have neglected a valu- 
able source of business that should have 
been cultivated very carefully. The 
smallest app was for $1,000 and the | 
largest for $10,000. There are at least | 
two of these cases that I know will go | 

| 


to $50,000 each.” 


Best July in Its History 


The Equitable Life of Iowa reported 
paid-for business totaling $4,812,312 last | 
month, which was the best record that | 
the company has made in any July in 
history. This amount exceeds the pro- | 
duction of July, 1924, by almost $1,000,- 
000, and represents a gain of more than 
$300,000 over July, 1920, which was the | 
best previous July in the history of the 
company. The leading agencies for the 
month were: Philadelphia agency; Har- 
risburg agency; Crawford & Crawford | 
agency, Chicago; Pittsburgh agency, | 
and Toledo agency. The leading per- | 
sonal producers were: G. W. Farlev, 
Toledo; R. F. Sweeney, Springfield: H. 





N. Finn, Harrisburg; G. M. Marshall, | 000 


Chicago, and A. L. Lanphear, Chicago. | 





the company must, of course, be borne 
by the policyholders—it increases the 
cost of their insurance by reducing their 
dividends. There is another loss attend- 
ant upon all lapsed policies that must 
not be lost sight of, that is, the loss to 
the people who took these policies and 
then allowed them to lapse, in that, as 
a matter of fact, where the policy lapses 
in its first or second year, they receive 
practically nothing in return for the 
money they paid on the policy, besides 
which, when they take another policy 
they have to pay a higher premium be- 
cause of increased age. Thus, therefore, 
there is a double loss in the transaction 
—the loss to the person who took the 
policy and the loss to the company that 
issued it. Experience proves that the 
larger port of the lapses in all life in- 
surance is in the first and second policy 
years. It is estimated that there is a 
direct loss to the company of at least 
$10 on every $1,000 of insurance that 
lapses in its first vear. In 1923, the lat- 
est figures available, the comnanies of 
the United States lapsed, exclusive of 
industrial insurance, almost $2,000,000,- 
of insurance, representing over 
$900,000 policies. As the people who 
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A 


Company That Assists 
The Agency Heads 

In 

DEVELOPING NEW MEN 


The General Agent can spare reasonable time 
from his personal soliciting to the finding of new men, 
but he can not spare the additional time that is neces- 
sary to giving the new men their elementary training. 














This Company conducts a complete elementary 
correspondence course on “Life Insurance, What It 
Is and How to Sell It.” This course is free to all, 
and is required of all beginners. Too, it is very help- 
ful, even to those who have had some considerable 
field experience. 














One of our new men, a large producer, writes 
thus: “June 22, 1925: I wish to go on record as say- 
ing that the Midland Correspondence Course is the 
best thing of the kind I have ever seen. I was per- 
sonally able to close several cases because of it and 
with more intelligence than before taking the course. 
And thru the entire series of lessons that kindly spirit 
of service and loyalty was ever present.” 


OUR AGENCY HEADS 
APPRECIATE THIS SERVICE 


We have open territory in Illinois, Indiana, Michigan, Penn- 
sylvania, West Virginia, Maryland, New Hampshire and the 
District of Columbia. f 


Address in confidence 
. J. A. Hawkins, Manager of Agencies 


THE MIDLAND MUTUAL LIFE 
INSURANCE COMPANY 


COLUMBUS, OHIO 





“Its Performances Exceed Its Promises”’ 

















The Child’s 20-Pay Life Optional Endowment Policy 


Great Republic Life Insurance Company 
of California 


Protects both the child and its parents and includes waiver of 

um in event of death or permanent total disability of the 
ather, who is the beneficiary. Agents are enthusiastic over its 
wonderful selling features. pi En Ba 
copy of “Making Dreams of Your Children’s Future Come 
True,” and our attractive proposition to agents. 


é; >. Mae, Manager E. L. BLACK, State Manager 


western Department P, O. Box 148 
401-2 Mercantile Bank Bidg. 
Dallas, Texas Little Rock, Arkansas 


W. H. SAVAGE, Vice-President 
Los Angeles, California 


held these policies really lost all they 
had paid thereon, where the policies 
were lapsed in their first or second 
years, you can readily imagine the enor- 
mous loss attendant upon the transac- 
tion. 

Two Olasses of Lapses 


“There are two classes of lapses—the 
avoidable and unavoidable. A certain 
percentage of the business will lapse be- 
cause of changed conditions or the ina- 
bility of the policyholder to keep up the 
policy; this cannot be provided against. 
I am, therefore, speaking particularly of 
the avoidable lapse for which there is 
no good reason or excuse. Judged by 
the lapsation of policies in life insurance 
companies generally, the lapses of this 
association are well below the average. 
I bring the matter to your attention, 
therefore, not as a problem peculiar to 
this association, but one affecting all 
life insurance companies, and one which, 
in justice to their policyholders, as well 
as to the public generally, the com- 
panies must find a solution for. 


Companies Are Responsible 


“It seems to me that the companies 
themselves are, to a very large extent, 
responsible for this enormous lapse, in 
that they have established as a stand- 
ard the volume of business than an 
agent produces, and not the amount of 
his net gain. By net gain I mean the 
difference between the business paid 
for and the amount that continues on 
the books, after deducting lapses and 
terminations. Speaking for this asso- 
ciation, we have decided that our stand- 
ard will be the amount of business the 
agent keeps in force and not the amount 
of business that he pays for. This prin- 
ciple, after a consultation with our field 
force, was inaugurated at the beginning 
of this year, and thus far the results 
have been satisfactory. 

“The laws have so standardized the 
policies issued by the old line legal re- 
serve companies that there can be very 
little difference in the benefits, privileges 
and conditions offered by any of them, 
and, in the end, even in the matter of 
net cost, there is not a great deal of dif- 
ference. The companies arg all under 
the supervision of the indainatn de- 
partments of the various states, they are 
all safe, sound and reliable. Why, 
therefore, should a man lapse a policy 
in any old line company to take one in 
another? The agent who induces you 
to lapse a policy in any old line com- 
pany to take one with him has not your 
interests at heart, and he has not the 
best interests of life insurance at heart; 
he is looking to his personal profit in 
the transaction and not to the Idss that 
both you and the company in which 
you hold the policy will sustain by the 
transaction. 


Agents Contract Provision 


“Appreciating the enormous waste and 
loss this lapse evil entails, both to the in- 
sured and to the companies, we adjusted 
our agency contracts so that we put a 
premium upon the conservation and 
continuance of the business, instead of 
on production. Our agency contracts 
now provide that an agent’s compensa- 
tion shall be increased in proportion to 
the business that continues in force; 
thus, therefore, under this contract, the 
longer an agent continues with this as- 
sociation, the more profitable the con- 
tract is to him and the more profitable 
he is to the institution. Incidentally, 
this also makes for continuity of service 
and tends to reduce the enormous labor 
turnover with its attendant loss that 
there is in the agency department of all 
life insurance companies. 

“In our further endeavor to eliminate 
lapses, each agent is required to sign an 
agreement, under penalty of cancellation 
of his contract and license, that he will 
not induce aepolicyholder to lapse a 
policy in any other company to take one 
in this association.” 

The annual statement of the company 
shows that it has assets of $12,365,850 
and surplus of $1,248,500 and insurance 














in force at the end of 1924 of $154,625,- 
300. 
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SERIES OF MEETINGS Pr, 
Connecticut Mutual Life to ¢; 

Educational Sessions in Varioy 
Sections of Its Territory * 





HARTFORD, CONN., Aug 1b 
The Connecticut Mutual Life wi , 
conferences of club members of , 
company in series from Aug. 24 to Sen 
10. The conferences are of an edyg 
tional nature and at the present time 
promise to be the largest and best gath 
erings of field men in the history g 
the company. The first day will iy 
devoted to opening addresses by Officey 
of the company with references to the 
plans and progress of the company aaj 
its sales organization. 

The second day of the conferengy 
constitute the special feature of t, 
entire program. At that time a tho. 
ough discussion will be held on nm. 
medical life insurance, the delivery ¢ 
the substandard policy and the congen. 
ation of business. There will be 4 
dresses from the home office viewpoin, 
that of the general agent and of te 
field men, as well as open discussig 
conducted from the floor. An urgey 
request is made of the agents to com 
prepared to tell of their actual exper. 
ences and to take part in the discussig 
for the good of all, home office as we 
as field men. 


Consider Nonmedical 


With regard to nonmedical the que 
tions asked for the consideration of th 
agents are as follows: What has ben 
your experience with nonmedical lit 
insurance? Has this feature enable 
you to close business which otherwix 
might not have been closed? Do yu 
consider that nonmedical life insurane 
leads to more business or decreasing d 
sales resistance after the approach to 
the prospect on medical business ha 
failed? Has it resulted in increased 
volume of business for you? In th 
same way, the consideration of th 
agent is directed to sales experience 
with the substandard policy, which th 
company has been issuing for two 
years. 

Conservation of business is also to 
receive much attention. This subjects 
especially timely, as the company has 
just completed its policyholders’ ser- 
ice month, and there is undoubtedly 
wealth of information on that subject 
which can be presented at the open dis- 
cussion. The agents are asked whether 
they confine their service to one month 
or make it a practice to carry the sere 
ice to policyholders every month of the 
year. Other questions asked are: Have 
you found that business lapses becaust 
it is improperly sold? Have you. 
served what effect policy and premium 
loans have on the lapsing of business: 
What effort do you make to hold you 
business in those cases where you have 
policyholders who chronically delay 
payment or take the full number of days 
of grace? 


Discuss Income Insurance 


The second day of the conference 
will conclude with an inspiring address 
on “The Spirit and Purpose of Mu 
Life Insurance.” The third and last 
day of the conference is opened with 
discussion of income insurance, starting 
with a discussion of life insurance trusts 
followed by a general discussion by 
general agents on “Cooperation W! 
Trust Companies.” Further discussie 
on this subject is developed along t 
line of installment settlements an 
technique of program building. 4 
conference will close with a discussie 
of the outlook for the succeeding ye 

The conference of the eastern grou? 
will open at Murray Bay, Que. Aug. 
24; that of the western group will mee! 
at Colorado Springs, Colo., Sept. oer 
that of the mid-western group at 
Beach, Mich., Sept. 8. 
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LIFE INSURANCE EDITION 








g, J. SCHELLENTRAGER HAS MADE AN 
ASTOUNDING LIFE INSURANCE RECORD 











inspiring story of a persevering 
A a is told of E. J. Schellen- 

trager of the Reliance Life. Mr. 
yellentrager’s experience in the insur- 
nce profession reads like modern fic- 
‘on but still suggests the broad way 
success open to every life under- 
ter possessing an inclination toward 
onstant self-development, initiative, 
severence and enthusiasm. 


Record for Eight Years 


On May 10 of this year Mr. Schell- 
ntrager completed his eighth contract 
ith the Reliance Life. During his con- 
act period he was instrumental in 
nlacing on this company’s books a total 
of $11,393,558. For his first four years 
his total production was $3,139,650 and 
in the past four years this production 

increased by $8,253,908. In his last 
rontract year his production showed an 
bmount of $3,686,303, or as much in 
olume as he wrote in the two years 
previous. In addition, Mr. Schellentra- 
ier places considerable business with 
companies other than the Reliance. His 
surplus business brokered with other 
ompanies is, under present approxima- 
tion, an amount in excess of $17,000,000. 
Mr. Schellentrager frequently cooper- 
ates with other agents of the Reliance 
Life in assisting closures where large 


factor of his success which should not 
be underestimated. 

It might be thought that Mr. Schel- 
lentrager, in securing this remarkable 
volume of production, seeks only men 
and women of great wealth as his 
clients. This is not the case, for his 
indefatigable work carries him to all 
classes of persons in varied financial 
status. i 
tion discloses the fact that he personally 
wrote one application for $750,000, one 
for $100,000, one for $60,000, four be- 
tween $25,000 and $50,000, five between 
$10,000 and $15,000 and several others 
from $1,000 to $4,000. 

Every case he writes receives the 
same personal study. Every client re- 
ceives the benefit of Mr. Schellentra- 
ger’s comprehensive analysis of needs 
and requirements. He is always con- 
siderate of his client’s financial limita- 
tions and abhors the practice of “cram- 
ming insurance down the prospect’s 
throat,” as he terms it. 

Mr. Schellentrager’s surveys are ac- 
curate, systematic and voluminous. His 
facility and real genius in analyzing his 
prospect’s needs are the result of ex- 
haustive study and close application to 
his subject. Mr. Schellentrager is an 
authority on the income and inheritance 
tax in. its application to insurance. His 





ases involving difficult elements of 
competition or an exhaustive knowledge 
of the subject are concerned. In past 
instances this cooperation has involved | 
his traveling across the continent from | 
Pittsburgh to California. In other 
words, his field activities are nation- 
wide. 

Works With Other Agents 


As the result of his recent joint work 
with other agents, in June of the cur- | 
rent year he wrote $600,000 in the Ohio 
department of the Reliance Life and 
$400,000 in the Illinois department. In 
this same month he wrote $473,000 in 
Pennsylvania and incidentally led the 
company in accident and health insur- 
ance paid for. It is to be recognized 
that in several of the large cases written 
jointly Mr. Schellentrager received only 
one-half credit volume, indicating that 
the gross volume of business which he 
actually closed in the month was well 
over $2,000,000. 

The expectation might be that, after 
such an eminently successful month the 
period following would show a propor- 
tional decline below the normal trend. 
With Mr. Schellentrager, however, this 
is never the case. Constant production 
is the remarkable feature of his success. 
Consistently increasing production from 
year to year has been his usual experi- 
ence. He is either prospecting, closing 
or has closure dates definitely imminent. 





Maintains Steady Pace 


In July and following his splendid | 
volume of business transacted in June, 
Mr. Schellentrager paid for an addi- 
tional $525,000 of life insurance. Inci- 
dentally, he led the western Pennsyl- 
vatia department of the Reliance Life 
i paid business and ranked second in 
its Illinois department. His standing 
m respect to accident and health busi- 
ness written in the month was 18th in 
the entire organization which is indeed 
unusual due to his having led the com- 
pany in this phase of production in the 
month previous and insofar as his sell- 
ing methods are not based distinctly 
along accident and health lines. 


Million-Dollar Chicago Sale 


Recently Mr. Schellentrager, in joint 
Operation with G. V. Cleary, local Re- 
P ce representative in Chicago, paid 
of a single policy for $1,000,000 on the 
le of John A. Carroll, president of the 
yde Park State Bank. The fact that 

t. Schellentrager was afforded the | 
(pportunity properly’ to outline and 
Program Mr. Carroli’s insurance cover- 
age through the adequate reinsurance 
lities of the Reliance Life is another 
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understanding of tax matters is pro- 
found and he is far better qualified to 
answer relevant questions on the sub- 
ject than the majority of men in the 
legal profession. 


Hard Work and Service 


When asked to what particular per- 
sonal qualification or selling method he 
attributed his success, he replied, “Hard 
work and an intimate personal service, 
everlastingly given.” In further expla- 
nation Mr. Schellentrager said: “I have 
continually tried, in all cases, not alone 
properly to cover my client with insur- 
ance but also to give him an added 
service by continuing to look after his 
best interests. My knowledge of tax 
matters enables me to give my client 
all the benefits possible under the vary- 
ing inheritance and estate tax laws. I 
have often surveyed my prospective 
client’s insurance and found him lack- 
ing in the proper coverage on the one 
hand and greatly oversold on the other. 

“Recently, I had two cases under 
negotiation. One involved an official 
of a large Pittsburgh company who 
bought insurance promiscuously up to 
$250,000. Taking his estate into con- 
sideration only $95,000 was tax free and 
on the balance of $155,000 a tax of 
$62,000 would have had to be paid, be- 
cause his insurance was improperly 
written. This error was rectified and 
the $62,000 saved as the result. In the 
other case this service was extended to 
a client who had purchased $550,000 
insurance promiscuously in building an 
insurance estate. As the result of his 
prodigal buying only $40,000 of it was 
tax free. Through certain readjust- 
ments which were suggested, he, too, 
was able to institute a material saving. 
I will not sell a man or woman insur- 
ance simply because a sale might be 
easily made, but only when I recognize 
the actual need for ths coverage. In 
many instances where such was the 
case, all the service I could render the 
individual was to put his insurance poli- 
cies in proper shape.” 


Does Little Talking 


Mr. Schellentrager is a reticent man 
and does little talking. His interest in 
his life’s work is engrossing. His be- 
lief in insurance and the great service 
it is rendering is profound. As the 
natural consequence, he finds it no 
difficult matter to imbue in his client 
that self-same confidence and enthu- 
siasm. 

Consistent with the systematic, or- 
derly and progressive methods by which 
he transacts his business, Mr. Schellen- 


An analysis of his June produc- ; 











Civilization Follows the Flag 


But 


The Flag Follows the Missionary 








In the same degree that 
the missionary preaches 
righteousness (right living) 


The 
Life Insurance Agent 


Is Also a Missionary 
Preaching Salvation 
from Ignorance and 
Shortsightedness. 
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“Righteousness Exalteth a Nation” 


Likewise 


Life Insurance Enriches a Nation 


The 


Inter-Southern Life 


Insurance Company 
Louisville, Kentucky 


Equips its missionaries (agents) with policy contracts 
designed to meet the need of every eligible individual 
and also the need of every individual group on the 


basis of Stewardship (Service). 


biter Sautheirii Life 


Insurance Company 
Louisville, Kentucky 


Is a Good Company 
Clean—Strong—Progressive 


If you are a clean, strong, progressive agent 
we may have a place for you. 








(CONTINUED ON PAGE 9) 
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in your 
memory. It has proven exceed. 
ingly useful to Franklin fieldmen 
—and may to you. 


The WHY of it all! 


Out of every ten are afraid to die. The tenth man doesn’t want to die, but he isn’t afraid. He feels 
that his sins, such as they are, will be forgiven because he has lived up to his responsibilities in life to the best 
of his ability. He has arranged for the payment of all his debts. His wife and children will get along comfort- 
ably. The mortgage on his home will be lifted. And his sons and daughters will be able to continue in school. 


‘The other nine men 


Are not only afraid to die, they are afraid to live. They are afraid old age might catch them as financi- 
ally helpless as their families might be if they should die early. And there you have it! Die early—and maybe 
your family will be left helpless. Die late—and in your latter days you may be helpless yourself. 


And that is 


The WHY of life insurance. It permits you to be ready for whatever happens and takes a lot of worry 
out of life and death both. It costs—well, not very much, a few cents a day at most; and even those few 
cents come back to you. 





If you try this “argument” and 
find it good, remember The 
Franklin when you run across a 
friend who is looking for a good 
connection. Your friend, by the 
way, must also be “good”. 


August 21, 19. 
=meseal 


. 7 
Stow this “argument” i 
































y BANKERS 
| LIFE INSURANCE COMPANY 


OF NEBRASKA 


Assets $25,100,000 Insurance in Force Over $106,000,000 
Our Motto: Not How Large But How Strong 


Thirty-eight years of successful and conservative management has resulted in a financial statement and 
dividends to policyholders unequalled in the insurance world. 


Participating and Non-Participating Insurance 
Disability and Double Indemnity 


Excellent opportunities for high grade men either with or without insurance selling experience in 
Pennsylvania, Ohio, Michigan, Illinois, Iowa, Missouri, South Dakota, Utah, Washington, and Oregon. 


MORE BUSINESS IN FORCE IN OUR HOME STATE 
THAN ANY OTHER COMPANY 


For full particulars regarding Agency, address 


HOME OFFICE, LINCOLN, NEBRASKA 
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;LLINOIS LIFE RALLY 


E INSTRUCTION SCHOOL 





TO B 









Members of Company's $100,000 Club 
Will Meet in Chicago, Aug. 27-29 
for Convention 












The 22nd annual convention of the 
300,000 Club of the Illinois Life will 
be held at the home office in Chicago, 
Aug. 27-29. The meeting this year will 
take the form of a school of instruction 
jor agents. For example, all of the 
company’s policy forms will be thor- 
oughly discussed. Each contract will be 
considered separately. There will be no 

neral talks or speeches. This method 
of conducting the meeting will be a con- 
siderable change from the plan followed 
I] in former years, but it is felt that the 
| innovation will be decidedly beneficial. 

It is the aim of the company to familiar- 
| ize the leading producers with the 
| 

| 
| 








numerous policy contracts issued and to 
point out the need of certain forms of 
coverage that are frequently not sold by 
| the average agent. 

| Agency Building Session 


i} There will be a separate session pri- 
i marily for those who are building 
| agency organizations. During this meet- 
ing these topics will be discussed ; “Or- 
ganizing the territory”; “Training the 
agents”; “Maintaining the organiza- 
tion”; “Stimulating the agents”; “Gen- 
eral agency problems.” 
The annual banquet, entertainment 
and dance will be given Thursday even- 
ing, Aug. 27, at the Hotel La Salle. 


Address by President Stevens 


President R. W. Stevens will give the 
address of welcome at the opening busi- 
ness session. There will be a talk by 
Walter A. Bachman, the retiring presi- 
dent and Webster N. Stafford will de- 
liver the president’s inaugural address. 
0. J. Arnold, secretary of the company, 
will present the conservation prizes and 
on the part of the recipients there will 
be a response by John J. Delaney, win- 
ner of the first conservation prize. 


E. J. SCHELLENTRAGER HAS 
MADE REMARKABLE RECORD 
(CONTINUED FROM PAGE 7) 


trager uses direct mail advertising ex- 
tensively. A battery of stenographers 
and typists are constantly in his employ 
during the campaigns which he per- 
sonally creates and supervises from 
time to time. The dominating note of 
the appeal in his sales letters is nat- 
urally inheritance and income tax pro- 
tection. His sales letters are unique in 
their arrangement and appeal sttongly 
to the prospect who, through them, sud- 








——s 


| tection in a measure previously unbe- 
known to him. 


| Studied Architecture 


Born in Cleveland on June 14, 1870, 
Mr. Schellentrager attended the city 
} schools and studied architecture. In 
| later years he removed to Pittsburgh 
| where he entered the architectural 
profession with good success. One day, 
while discussing other matters with H. 
G, Scott, vice-president of the Reliance 
Life, his interest was aroused in the 
| profession of insurance underwriting. 
Upon making careful study of the mat- 
ter he was convinced that there were 
greater opportunities afforded by it for 
the man who would make intelligent 
| application of hard work. Accordingly, 
he signed a contract with the Reliance 
ite and immediately began a career 
which denotes an extraordinary exam- 
| Ple of personal achievement. 

: 


Donaghey Is Director 


_ The National Savings Life of Wich- 
ita, Kan., announces the election of ex- 
Governor George W. Donaghey as one 
of its Arkansas directors. The reserve 
on all business written in that state is 
mvested in Arkansas first mortgages, 
bends and other securities. 
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denly discovers lacking insurance pro-| img the double indemnity 





MAY CONTEST PAYMENT 


SCHWARTZ HOAX FAILURE 
Discovery of Murder and Resulting 
Suicide Void All Policies With One 
Possible Exception 





SEATTLE, WASH., Aug. 19.—The 
Northern Life has brought suit to can- 
cel a $25,000 policy held by Charles 
Henry Schwartz, perpetrator of the 
“too perfect crime” at Walnut Creek, 
Cal. The suit has been filed in federal 
court at San Francisco on the ground 
of fraud. The policy is payable to the 
widow. 

Policies aggregating $75,000 in other 
companies were rendered void by 
Schwartz’s suicide. The Northern Life 
contends that although Schwartz ap- 
plied for the policy Aug. 2, 1924, it was 
not dated until the 14th, and is there- 
fore void, since Schwartz killed himself 
within a year after the policy was writ- 
ten. 

Fraud Is Alleged 

The company also alleges’ that 
Schwartz obtained the policy by fraud 
in that he stated he contemplated “no 
change of residence or occupation,” 


| whereas he intended to disappear mys- 


teriously, leading the company to be- 
lieve he had been killed and also that 
he voided the policy by engaging in 
blasting on the night of the Walnut 
creek explosion and by handling and 
manufacturing explosives at the same 
time. 

Schwartz left a letter to his wife be- 
fore he committed suicide when he was 
finally trapped, telling her that the mur- 
der in his laboratory was not premedi- 
tated but that he had killed the man in 
self-defense and had burned the body to 
remove all traces. The clerk of the 
hotel at which Schwartz was staying 
at the time of his discovery, however, 
said that Schwartz had arranged for his 
room in which to hide, the night before 
the explosion occurred at Walnut 
Creek, which the police declared proves 
conclusively that the crime was one of 
the most carefully planned and exe- 
cuted murders on record. Schwartz had 
also previously written to his wife, that 
in case anything should happen, that 
she take the children and go to Eng- 
land. Police believe that Schwartz an- 
ticipated she would collect the insur- 


ance, proceed to England and there he 


could rejoin her. 
Had Much Insurance 


The Schwartz insurance policies in- 
cluded the $25,000 life with the North- 
ern of Seattle, payable to Mrs. 
Schwartz, $5,000 life with the Travelers 
payable to Mrs. Schwartz, $25,000 carry- 
clause with 
Travelers payable to the Pacific Cellu- 
lose Company, $75,000 straight life with 
the Travelers payable to the company. 
The double indemnity policy made the 
total estate $180,000. As Mrs Schwartz 
held four-fifths of the stock of the Cel- 
lulose company, she would have re- 
ceived the major portion of the insur- 
ance money. 

All of these policies were voided by 
the suicide clause, however, except that 
of the Northern Life about which there 
is still some doubt. W. A. Hewitt, in- 
surance man of Oakland, Cal., who had 
once invesitgated Schwartz’s insurance, 
said that the Northern Life policy was 
taken out in March, 1924, and that the 
suicide clause had expired at least five 
months before the suicide. It is pos- 
sible, however, that the policy may have 
lapsed in the meantime. There is some 
question as to whether the premium 
was due Aug. 2, or whether that was 
the lapse date. There is some confu- 
sion over the two dates. 


James Ellington MeGee, 57, a special 


agent of the John Hancock Mutual Life, 
died at his home in Columbus, O., last 
week. He was formerly a minister of 
the Methodist Episcopal Church and had 
held pastorates in Cincinnati, Marietta, 
Steubenville, Worthington, Delaware and 
other cities. 
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Insurance for Contentment 


We do not take out life insurance because we expect 
to die tomorrow. In fact, we don’t expect to die at all. 
We may sometimes wish we were dead, or think perhaps 
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the world and ourselves would be just as well off if we * Na) 

were. But when it comes to the pinch, we will not die, te 

st and neither will our family or friends permit us to die. x) 

mh Every effort, scientific and unscientific, is made to keep "Ph 

NZ breath in the body. MY 

Gf 9 This is not an essay on life and death. It is simply as 

ray | a method of emphasizing the thought that we do not ifs 

AY insure to die, nor do we expect, when we insure, that Ny) 

fox we will have to die to win. We insure to secure con- at | 
tentment, which is the very reason why we do not have 





to die to win. We are winning this contentment just 















‘ld so long as we live and pay the premium necessary to \A 
IN Ny secure it. avd 
lad There is more urge to live WITH life insurance than lI 
iy without it, simply because it gives us this sense of Q 
aS contentment and security. We live more happily and 
ey better, and consequently we shall live longer. Life insur- lad 
Tap) ance does not make us careless or indifferent to life. or” 
] On the contrary it makes us more careful. Hence life wy 






EN insurance is a thing whichever way you look at it, Gay 
and NEVER do we have to die to win. We win from a) 
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the very minute we take the insurance, 
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3 A STRONG COM- Ge 
a PANY Over Sixty Ne, 
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? Liberal as to Contract, VK 






Safe and Secure in 
Every Way. 











HOME LIFE INSURANCE COMPANY 
OF AMERICA 
Incorporated 1899 


PROTECTS THE ENTIRE FAMILY 


Home Life Agents have a whole family of poten- 
tial policyholders back of every door bell. Policies are 
issued on both industrial and ordinary plans from birth 
to sixty years next birthday. 


“THERE IS NO PLACE LIKE THE HOME” 
“THERE IS NO COMPANY LIKE THE HOME” 


INDEPENDENCE SQUARE PHILADELPHIA, PENNA. 














Satisfied Policyholders 


More than 67% of all insurance written by 
this company since 1867 is still in force to- 
day. What better evidence could there be that 
policyholders appreciate the “golden rule” 
service of Iowa’s Oldest Company? 


Men desiring to become agents for a good, 
old line company will realize the advantage of 
a contract with this company of satisfied 
policyholders. 


QUITABLE LIFE 
INSURANCE COMPANY 








Founded: 1867 
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THE CENTRAL LIFE 
INSURANCE COMPANY 





Fort Scott Kansas 
Oldest Kansas Agency Openings In 
Company Kansas and Missouri 


CONFERENCE PROGRAM 


A. & H. SPEAKERS ANNOUNCED 





Live Topics to Be Discussed at Round 
Table Sessions of West Baden 
Meeting 


, 





The completed program for the an- 
nual meeting of the Health & Accident 
Conference, which will be held at West 
Baden, Ind., Sept. 1-3, was announced 
this week by Harold R. Gordon, exec- 




















IN MICHIGAN 


First—Banking 
Second—Automobiles 
Third—Insurance 


That is the standing of the three foremost commercial enter- 
rises operating for the business and industrial advancement of 
Michigan. The position of the insurance business in Michigan’s 
commercial activity may not be generally recognized. 

Michigan has many high class, progressive, substantial and 
sound-principled corporations. 

Included in this number is the Detroit Life Insurance Company, 
whose Home Office (on the corner of Park and Columbia), is the 
headquarters for the most loyal and energetic life insurance agency 
organization to be found anywhere in the State. 

Any general agency desiring good life insurance affiliations 
which will assure prompt service from the Home Office, and reason- 
able contracts, or any high class part time man not now satis- 
factorily associated, is invited to write to President M. E. O’Brien, 
or his assistant, Homer Guck, 2210 Park Avenue, for further infor- 
mation. 


Detroit Life Insurance Company 
Detroit, Michigan 
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Eureka-Maryland Assurance Co. 
OF BALTIMORE, MD. 


Incorporated Under the Laws of Maryland, 1882 
WE ISSUE 
Standard Ordinary and Industrial Policies 


J.C. MAGINNIS, President J.N. WARFIELD, Jr., Ppereurg.Tecncusee 
J. BARRY MAHOOL, Vice-President Dr. JH. IGLEHART, Medical 








Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. 
: FREDERIC H. RHODES, President 














This company has always pursued those policies in the conduct of its business that have 
given it a high reputation for stability and fair dealing. 

Has always rendered the highest grade of service to its policyholders. 

Has diways extended reasonable assistance and encouragment to its representatives to develop 
and hold their business. enn 

Its policy contracts give to each individual insurer full protection, safeguarding, at the same 
time, the interest of all its policyholders, 


JOHN BARKER, Vice-President ROBERT H. DAVENPORT, Secretary 


utive secretary of the conference and 
chairman of the program committee. 
The program in detail is as follows: 


TUESDAY, SEPT. 1 
Call to Order—C. O. Pauley, presiding. 


Jr.. Commissioner of Insurance of 














FOR NEBRASKA 


An “old-time” state agency contract with non-forfeiting renewal com- 
missions and some “honest-to-goodness” cooperation now open to a 
man who can demonstrate ability to do a real job of agency building 
in that splendid state. 


Address—Ralph H. Rice, President 
NATIONAL FIDELITY LIFE 


Insurance Company 
Home Office Kansas City, Missouri Ralph H. Rice, President 
Come to the National Life Underwriters Convention in Kansas City 








National Underwriter Want Ads are Result Getters 


“Classified or Non-Classified Accident 
Insurance” —W. W. Powell, Southern 
Surety, presiding. Discussed by G. E. 
Harsh, Federal Savings, and G. R. Ken- 
dall, Washington Life & Accident. 
Report of Special Committees. 
Deferred Business. 

New Business. 

Report of Nominating Committee and 
Election of Officers. 

Date and Place of Next Meeting. 














Adjournment. 





TO HOLD A CONV 


PEOPLE’S LIFE AGENCy iy 
Salesmen Who Qualify Wil 
at the Home Office in Fran,. 

fort Next Week 
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The annual agency meeting of , 
Peoples Life of Frankfort, Ind., wilt KANSA: 
held at the home office next Thy; 0, Ma 





and Friday. The program is as follow: 
Thursday, Aug. 27, Morning Sessig, 
| Opening Remarks—E. O. Burget, 







Address of Welcome—T. §. McMurray, | 


Finding Prospects—L. L. Davis, 

Systematic Canvass—H. §. Jeffrey, 

Planning the Interview—T. w. Shim 

Settlement With Application—y ¢ 
Koen. 

Delivery of the Policy—O. A, Sanks 


Thursday Afternoon Session 














at 1,000, and four weeks out of two will 
be .666, and so on. The tournament 's 
based on examined business. Volume 's 















Indiana. - 
—Dr. M. insuran 
Response—John Patterson. ee ee a a tract offer 
President’s Address—C. O. Pauley. Educational Policies—Meyer Ston the amou! 
Na “ e. = 
Address—“Our National Expectancy, Broadening Home Office Service—J licy is 
-s ae — — Counsel, Federal Phipps “@ oo time | 
avings, Indianapolis. ~ 3 
Report of a are Committee— wvening—Cacater Testy. converte 
W. T. Grant. Friday, Aug. 28, Morning the insura 
Report of Treasurer—C. H. Brackett. Finding the Need—C. T. Tuck. re-examin 
Report of Grievance Committee—C. W. Coupon Policies—A. A. Bassett. dence of 
ay. Building an Agency—G, D. Snyder. company 
Report of Membership Committee—L. Life Insurance, An Investment—Phj al 
D. Ramsey. Brosseau. B. 
Report of Agent’s Bureau Committee Endowment at Age 65—A. B. Smith. There | 
R. M. Rowland. Periodical District Meetings—E. £ raive 
Report of Manual Committee—J ohn | Yahne. i 
Patterson. Friday Afternoon and perm 
Report of Statistical Committee—L. D. Effect of Lapse—J. G. Phipps. condition 
Cavanaugh. My Plan of Renewing—J. F. McKee. as to res 
Report of Legislative Committee—J. R.| gervice to Old Policyholders—J, 2 Ie place of 
ask. Stephenson. contestal 
Ph. Bg Educational Committee—W. Discussion of Field Problems—Every- options 4 
‘ ‘ body. tlement. 
Pine paged Committee Meeting, Tues-| pBanquet—Coulter Hotel, 8 p. m. A b 
WEDNESDAY, SEPT. 2 CALL TO ATTEND CONVENTION writes tl 
to settle 
“Cancellations” — George W. Young, ‘ . : 
ar. Manager Claim Department, Inter. | President Clegg Tells Why Life Unde- tem th 
tate Business Men’s Accident. i Kansas Ci : 
“Educational Ideals in Accident and wettere Should aoe * = collectin 
Health Insurance’—Dr, S. S. Huebner, Meeting the appl 
Professor of Insurance, Wharton School of 30 da 
= et ee oa eae Commerce, Uniyersity of PHILADELPHIA, PA., Aug. 20- The 
ennsylvania. = yes ildi 
Report of Executive Committee—John | A formal call to attend the annual con- reo 
Patterson. vention of the National Association o set 
Report of Credentials Committee—F. | Life Underwriters at Kansas City Sept as 
M. Feffer. | 29-Oct. 2 has just been issued by John stoc Fa 
Report of Auditing Committee—R. L. | William Clegg, president of the associe- om 56 
MoOuat. tion, from his office here. In his inv- ne a 
Reund Table Discussions tation to all association members to at: age & 
| tend this great conclave of life insurance 
“Disability Insurance Experience in | men, President Clegg says: G 
Southern States”’—A. E. Forrest, North “Personal contact and fellowship with The 
American Accident, presiding. Discussed | the biggest men in the business, the men aid 2 
by W. T. Grant, Business Men's Assur- | of far-reaching vision and of the broat- = 
ance, and J. W. Blevins, Interstate Life . first p 
& Accident. est ideals, the men of the greatest ac policies 
“The Conservation of Accident and complishments who have raised the aie 
Health Insurance by the Use of Riders | work in which you and I are engaged loan ¢ 
and Waiting Periods’—C. O. Pauley, from a discredited peddling proposition regulat 
Great Mevtborn 10a, pemm. : ae. to the level of a profession, is of y P issued 
cusse y Dr. . F. Jarvis, Fraterna 7 i ; t- ws 
ee Se M. W. Hobart, Ministers — in the Cqvelopment & 9 $1,000. 
asualt nion. “ ‘ : . ag 
7:30 ~4 m-—CGenference Dinner. The annual expenditure of time and The 
Address—“Citizenship” — Frederick E. | Money to attend these great conventions the ag 
Schortemier, Secretary of State of | has been the best, investment that | per $1 
Indiana. | could have made. : $i: 4 
THURSDAY, SEPT. 3 “That the best minds in the business $2.75 
recognize the value of these sessions ages, 
“The Golden Rule’—John’ T. Hutchin- | yearly is evidenced by the growth term 
ye - mena Insurance Federation of among the companies of the practice ot by th 
merica. ingi i ” ° 
“The Challenge of a Changing World” bringing their agents together. eo 
See :  fuaaaad Harold C. Kessinger, Security Mutual Agency Contest let 
Oak E. Davis, general manager of the h 
meuns Talte Biwastens Security Mutual Life of Lincoln, has pany 
“Should Health Insurance Provide In- | staged a novel six weeks’ agency Com each 
demnity for Partial Disability Caused by | test, operating it on a percentage basis, an a 
Sickness? Should House Confinement Be | just as the big league baseball games ness 
Required in Health Coverage?”—Dr. J. | are figured. This began Aug. 10, and office 
R. Neal, Mutual Life of Illinois, presid- each agency competes weekly with one mont 
ing. Discussed by E. C. Budlong, Fed- of th th . If the agency polic 
eral Life, and E. C. Edmunds, Fidelity | Of, te other agencies. it the ed be 
Health & Accident. wins all of its contests it will be rat n 











the deciding factor. Term insurance In 
counts one-half. in J 

Because of the larger force employed of t! 
the Lincoln agency has been split into tion 
two teams, to equalize the contest. Six- pan: 
teen agencies in Nebraska, Iowa, Kat- thar 
sas, Oklahoma and South Dakota are age 
competing. was 

























Thur 
















ing of the 
nd., will 













agust 21, 1925 





LIFE INSURANCE EDITION 


11 





NEW B. & L. PLAN 


SERLESS LIFE IN BIG DEAL 





«sas City Company Closes Contract 


Expected to Bring In Million a 
Year New Business 





KANSAS CITY, MO., Aug. 20.— 
0, Maddox, president of the Peer- 
ics Life of Kansas City, has closed a 
ontract with the Burton Building & 
Loan company of Springfield, Mo., 
which is expected to give $1,000,000 of 
new business a year to his company. 

In the ordinary home buyer’s con- 
tract the amount of the insurance de- 
creases as the debt of the insured is 

id to the investment company, and 
at the end of the ten years the $1,000 
insurance is reduced to zero. The con- 
tract offered by the Peerless continues 
the amount of insurance at par. The 
policy is renewable and convertible at 
any time during the ten-year period. If 
converted during the first seven years, 
the insurance is written without medical 
re-examination. After seven years evi- 
dence of insurability satisfactory to the 
company is required. 

B. & L. Company Becomes Agent 


There is a disability clause providing 
for waiver of premiums in case of total 
and permanent disability, with the usual 
conditions. The policy is unrestricted 
as to residence, occupation, travel and 
place of death in time of peace, and in- 
contestable after one year. The usual 
options are offered as to method of set- 
tlement. 

The building and loan company be- 
comes the agent of the Peerless and 
writes the policies. It is given 60 days 
to settle for the first quarterly pre- 
mium. It in turn secures this money 
from the member of the association by 
collecting two monthly payments when 
the application is signed, and at the end 
of 30 days the third payment. 

The insured subsequently pays the 
building and loan company the insur- 
ance premium along with the monthly 
installments on the building and loan 
stock, and these premiums, less 3 per- 
cent for collections, are forwarded to 
the insurance company. In case of a 
lapse, the insurance is always paid for 
in advance for the current month. 


Gets 2 Percent Commission 


The building and loan company is 
paid as commission 25 percent of the 
first premium on these ten-year term 
policies. Later monthly payments are 
made at the office of the building and 
loan company, and it is allowed the 
regular collection fee. The policies are 
issued in multiples of $500, although the 
mitimum amount is seldom less than 
$1,000. 

The monthly premiums, graded as to 
the age of the insured, are as follows, 
per $1,000: Ages 10-29, 90 cents; 30-44, 
$1; 45-48, $1.45; 49-54, $1.90; 55-60, 
$2.75. These rates are higher, for most 
ages, than the company charges for the 
term policy payable by the year or even 
by the quarter, so that the company is 
Setting paid for the extra cost of book- 
keeping, etc., involved in a monthly col- 
lection account. 

The Burton Building & Loan Com- 
pany has 100 offices in Missouri, and 
each of these by this contract become 
an agency of the Peerless. The busi- 
ness done in writing insurance by these 
offices last year averaged $100,000 a 
month, and with this more attractive 
policy it is estimated that the totals will 

materially increased. 


Union Mutual’s Good Record 


_ In the special effort for new business 
in July, which marked the celebration 
of the 77th anniversary of the organiza- 
tion of the Union Mutual Life, the com- 
pany wrote 46 percent more business 
than in July, 1924, and the number of 
agents who contributed to the total 
Was gratifyingly large. 


HOLD AGENCY MEETING 
CELEBRATE 75th ANNIVERSARY 


National Life of Vermont to Entertain 
Leading Producers at Home Office 
Next Week 





MONTPELIER, VT., Aug: 19.—The 
National Life of Vermont will hold the 
annual convention of its $100,000 Club 
at the home office Aug. 26-27, and at 
the same time conduct exercises in cele- 
bration of the 75th anniversary of the 
company. The first day and a half will 
be given over to the regular program 
of the Leaders Club and the $100,000 
Club, and the program for the last half 
day’s session will be devoted to com- 
memmoration of the 75th anniversary. 
The program for this meeting is as 
follows: 

Wednesday, Aug. 26 


Registration. 

Reception by home officers. 

Tours of inspection of home office 
building for new agents. 

Opportunity for other agents to visit 
various departments for information or 
conferences. 

Visiting ladies will be taken by auto- 
mobile to St. Johnsbury, Vt., for lunch- 
eon at Maple Grove Tea Room, returning 
in time for the clambake. 

1:30—Business session, H. L. Kolman, 
president Leaders Club, presiding. 

Introduction of president of Leaders 
Club, Edward D. Field, second vice- 
president. 

Insurance to Cover Inheritance Taxes, 
Mare A, Law, Chicago, Ill. 

Building a Clientele, Helen B. Rock- 
well, Cleveland, O. 

The National's Endowment, 
Dobbins, Atlanta, Ga. 

What An Agent Should Know and Do, 
John Marshall Holcombe, Jr., manager 
Life Insurance Sales Research Bureau. 

5 p. m.—Clambake at Montpelier Coun- 
try Club. Presentation of prizes, L. P. 
Brigham, Superintendent Entertainment, 
c. C. Gilman, Boston, Mass. 

8:30—Dancing and cards at City Hall 
Auditorium. 


Thursday, Aug. 27 

9:15— Business Session, Edward D. 
Field, chairman. 

9:30—Are You Willing to Pay the 
Price? Edwin B. Hamlin, Cleveland, O. 

10:00—Sources of Business, Edward N, 
Strong, Portland, Ore. 

10:30—The Scientific Treatment of Life 
Values Through Life Insurance, Prof. 
Solomon S. Huebner, Wharton School of 
Finance & Commerce, University of 
Pennsylvania. 

2 p. m.—75th Anniversary Exercises, 
H. M. Cutler, vice-president, chairman. 

History of the National, Arthur B. 
Bisbee, second vice-president and medi- 
cal director. 

Some Historical Observations from the 
Field, Charles W. Gammons, Bvuston, 
Mass. 


Paul H. 


Evening 


7 p. m.—Dinner, Fred A. Howland, 


president, presiding. 
Speakers 


Franklin 8S. Billings, governor of Ver- 
mont. 

Daniel F. Appel, representing the As- 
sociation of Life Insurance Presidents, 
President New England Mutual Life. 

Fred T. Rench, president General 
Agents’ Association. 

John M. Thomas, president Rutgers 
College and director of the company. 

Roger W. Hulburd, national general 
agent longest in company’s service. 


Safety Congress In Cleveland 


The 14th annual Safety Congress will 
be held at Cleveland Sept. 28-Oct. 2 
with a number of insurance men taking 
part. There will be about 70 different 
sessions involving a number of sections 
of the congress. About 250 speakers 
will be on the program all told. Among 
the insurance men on the program are 
Dr. Charles P. Hutchins, Syracuse 
clinic of the Aetna Life, and Dr. A. D. 
Lozeney, surgeon of the Maryland Cas- 
ualty, whose topic will be “The Malin- 
gerer.” Dr. L. I. Dublin of the Metro- 


politan Life will report for the statistical 
committee. 











Under-Average Lives 


The Pan-American Life Insurance Company 
deals most liberally with under-average lives, 
which has to a great extent increased the 
field of our agents’ activities. 


Instead of using the old rated-up system, we 
have adopted the plan of issuing multiple 
table form of policies. This method of issu- 
ing substandard policies has proven far more 
satisfactory both to our representatives and 
the insuring public. 


Pan-American service also includes— 


Educational Course 

Individual Sales Planning 

Unexcelled Life Policies 

Child’s Educational Endowment 

Group Insurance 

All Forms of Accident and Health Insur- 


ance 


We have a few general agency openings for 
men not presently attached. 


Address 
E. G. SIMMONS 


Vice-President and General Manager 


N-AMERICAN LIF 
NSURANCE CO. 


NEW ORLEANS, U. S. A. 
Crawford H. Ellis, President 








This is the fifth of a series on our service to agents. If you did 
not see the others and are interested, write to us and we will be 
glad to send you copies. 
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—means more 
than cash 


IN its early days LIFE INSURANCE 

was recognized as something that 
would have an important economic 
bearing on future generations. The 
very first report issued by the New 
‘York Insurance Department in 1861, 
speaking of the amount of insurance 
in force, said: 


















‘‘The Consolidation of society is 
increased and the state strength- 
ened by thus linking us more 
intimately and indissolubly with 
the present and succeeding gen- 
erations.”’ 








Then the total amount of life in- 
surance in force in the United States 
was $185,466,591.07. Now it is about 
$65 000,000,000. 


But there is a greater thing—good 
health. 


Since the Metropolitan began its 
campaign for better health, there has 
been a decline in the mortality rate 
among Industrial policyholders of 31.1 
per cent in fourteen years. 


Good health means more for ‘‘pres- 
ent and succeeding generations’ than 
cash. | 


Every policy helps. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


HOME OFFICE 
1 Madison Avenue, New York City 














SAY THAT SUMMER IS 
GOOD BUSINESS TIME 





Various Prominent Life Insurance 
Men Tell of Maintaining 
Production 


- 





IS A PERSONAL. PROBLEM 





Believe That Vacation Season Is a Prof- 
itable Period if Agents and 
Managers Cooperate 





Recently inquiries were sent to vari- 
ous prominent life insurance men asking 
how they deal with the problem of the 
summer slump. The replies are very in- 
teresting and instructive, and indicate 
that the general opinion is to the effect 
that production can be maintained. 

Following are the contents of some of 
the replies: 

EDWARD MADDEN 


Edward Madden, Wisconsin state 
manager of the Kansas City Life, states 
that in July his agency submitted $487,- 
000 of business, making it the largest 
July in the agency’s history and, in tact, 
the second largest month since the open- 
ing of the offices in 1923. 

He says there is no reason for an 
agent to say that he cannot write busi- 
ness in Wisconsin in the summer. Much 
money is being spent there by tourists 
from other states. Wisconsin is the 
playground of North America with its 
magnificent summer resorts, good roads 
and fishing everywhere. Further, the 
cream and milk checks sent from Chi- 
cago alone to Wisconsin, twice a month, 
have put the farmers on “Easy street,” 
and that helps everybody. The other 
day Mr. Madden asked the caghier of a 
bank if he would be interested in taking 
a $5,000 deposit. The cashier laughed 
and said that the bank already had more 
money than it knew what to do with. 
All that it is necessary for the life insur- 
ance agent there is to work intelligently. 

x * * 
CLIFFORD L. McMILLEN 

Clifford L. McMillen, home office gen- 
eral agent of the Northwestern Mutual 
Life at Milwaukee, states that he has 
found two ways whereby business may 
be increased in July and August. The 
first one, which is a very slow process, 
is to convince agents that activity in 
these months will in many instances pay 
better than in any other months of the 
year, due to a variety of well known 
causes. The setond method, which is 
much quicker, is to offer special incen- 
tives in the way of agency outings, golf 
tournaments, etc., attendance at which 
is dependent upon the securing of a cer- 
tain number of applications. Mr. Mc- 
Millen has been particularly. successful 
with the latter method, two years ago 
holding two agency outings for which 
practically two-thirds of the agency 
qualified. The requirement was that four 
applications be produced in a 10-day 
period. The business resulting there- 
from gave two very splendid months. 

* * * 


JULIUS H. MEYER 


Julius H. Meyer, general agent of the 
New England Mutual at Chicago says 
that there are just as many changes in 
personal life and advancements in busi- 
ness life in the summer as there are in 
any other months. The heat of summer 
is no more disagreeable than the cold 
of winter. Savings spent for vacations 
have their counterpart in savings spent 
for Christmas presents, yet December is 
notoriously one of the best production 
months. 

Orders are particularly plentiful in 
some lines in July and August when the 
coal man loafs and the ice man is busy. 











capacity on fall and winter deliver 
All employes are not on vacations ¢, 
taneously. Building trades, public he 
automobiles and accessory ling 4 
recreational resorts take on addej 
in the summertime. 7 
Business can be increased by cg, 
handling of vacations. Week end y,. 
tions are demoralizing. They injure 4 
entire week. Mr. Meyer is in favor 4 
two or three weeks of solid vata 
and otherwise normal work. Voce 
should be timed successively by 
with due regard to office efficiency Ny 
season of the year offers greater op, 
tunity to extend acquaintanceship thy 
the out-of-door days of summer, § 
properly used they develop immed 
production and lay foundations for fp 
ture business. 
* * 
E. W. SNYDER 


E. W. Snyder, general agent of 4 
Massachusetts Mutual at Cleveland on 
that any month of the year is a pool 
month for life insurance if the agey 
has enthusiasm and will get out ait, 
the business. From his own experience 
however, he believes that there are cy, 
tain times in everybody’s life when 
must let down. He doesn’t believe thy 
the up-to-date life insurance man 
keep going 12 consecutive months a 
keep it up year after year. The same; 
true of any organization. He believs 
in letting the organization take care ¢ 
itself for six or eight weeks of the yex 
As a rule, the summer months a 
picked because it is a vacation time. He 
doesn’t believe that business at thy 
time is dull because it is vacation tim 
but rather that it drops because th 
agents stop. 

* * * 
WILLIAM H. TENNYSON 

William H. Tennyson, general agent 
for Indiana of the Mutual Benefit Lie 
says that the let-up in effort in summe 
by life insurance men is coincident with 
the let-up in effort by all business ma 
during August which is more and mor 
the vacation month. The hours ar 
short in mercantile establishments, 
those who can do so play golf or go 
fishing in the afternoons during July 
and August, outdoor amusements cal 
incessantly, and the automobile has 
made it easier to answer the call. Life 
insurance men are doing just what every 
one else would do except for the urge 
of necessity. Salaried people must work 
by the clock, but men who are on con- 
mission are more or less free agents. 
This let-down is frequently due to the 
example of the general agent himself. 
He frequently takes a long vacation and 
sets an example in that direction. There 
is a merit, however, in the vacation ide 
and if an agent works earnestly for 11 
months of the year, he is entitled toa 
month at the lakes or the mountains, 
or wherever else he would like to go in 
the summer. The chief difficulty with 
such theories, though, is that not many 
life insurance agents can claim earnest 
and persistent work on the daily basis 
for 11 months. 

Mr. Tennsyson’s agency has put ona 
special weekly production campaign for 
the 12 weeks of the summer called the 
“Keep Cool Campaign,” the object o 
which is to have each agent write at 
least 12 applications for not less than 
$30,000 of paid-for business from the 
middle of June to Labor Day. Bulle 
tins are issued every few days showing 
the standing of the contestants, and 
tokens of appreciation will be awarded 
to the leaders. 

x * * 
A. .P. BALLOU 


A. P. Ballou, manager of the Mutual 
Life of New York at Louisville, Ky. 
says that the problem of life insurance 
men in the summer is purely personal 
and that it involves the question 0 
spirit rather than of environment. 12 
his own experience he has found sum- 
mer months the best in the life insut- 
ance business because he has formed the 
habit of making an extra effort in the 
hot months to take up the natural slack. 
July was the largest month his agency 
every had in paid-for business because 
the agents put more enthusiasm af 





In many lines, factories are working full 
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AT CLUB HOUSE 
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ND LIFE GATHERING 













acy Convention Held in Unique 
Setting at President’s Country 
Home at Independence 












ency convention of the Cleve- 








The ag 

‘«, was held last week at Ter- 
a. Independence, O. The 
remost Club members and their 






together with home office offi- 
* approximating 100 people, enjoyed 
three-day program which was filled 
+ unique and novel business features 








well as entertainment and recreation. 
Setting Was Unusual 







etting itself was unusual, the 
a being held at the club house 
intained by the Cleveland Life at 
ndependence, O., which is located on 
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€xperien: MB. extensive grounds of President 
Te are ce. ont’'s country home. Two-hour busi- 
© when hiMEecs sessions were held morning and 
clieve thy MlMernoon. It was distinctly an agents’ 
Man caf/nvention. The program had been de- 
Onths ajMEoned to provide for a minimum of 
1€ Same some office instruction and to enable 
© believes Mvery agent present to express his ideas 
‘e Care of MMB. g variety of subjects. - Topics cover- 
the year ng definite approach, selling and closing 
mnths ay MR ovestions filled the business sessions 
time. He Mir the first two days. Two men of the 
at tha Bold force were designated to open each 
tion tim MMiBopic, following which the discussion be- 





‘ause the This enabled all present 


in the pro- 





ame general. 1 
o have an active part 
eedings. 



























N 
al agent Founded on Character 
efit Life HP On Friday morning President Wm. H. 
Summer #BHunt addressed the agents, using as his 
ent with Mitheme, “Cooperation.” He stated that 
€Ss met Mithere could be no cooperation as be- 
id mor MB .ween individuals without a mutual per- 
is at iicction of faith; that the Cleveland Life 
rr in its beginning had been built on 
ig Jah “character” and that the declaration of 
its ‘call principles which had served as a plat- 
le has a—o™ for the present management had 
lL Lik been rigidly adhered to. __ : 
t even Then followed a business session 
© urge which held the interest at high pitch. 
t work Questionnaire cards had been sent in ad- 
1 com Mag nce to agents attending. These had 
sats. been filled out with questions on mat- 
to the Mae ters the agent wished to be informed 
self. about. The requests were classified at 
n ang fa 2 home office and about seventy-five 
There comprehensive answers were prepared 
» ides and given, 
or 11 Closed With a Dinner 
A The convention closed with a dinner 
~y tendered by President William H. Hunt 
wit at his country home. In addition to 
om President Hunt and the active officers 
— of the company, the entire board of di- 
— rectors acted as hosts to the convention 
delegates, the home office staff, and 
on about sixty prominent business men 
for identified with banks and other Cleve- 
th land institutions. 
e 
+ of 
a & SAY THAT SUMMER IS 
the , GOOD BUSINESS TIME 
lle- (CONT'D FROM PRECEDING PAGE) 
ing effort in that month than was put in any 
ind other month. He says that the three 
led requirements for success in the hot days 
afe inspiration, determination and per- 
spiration. Inspiration comes from love 
of the business. It is the natural gen- 
al trator of the salesman’s most winning 
ts quality, enthusiasm. The spirit of in- 
ce spiration can be developed by practice. 
al 1¢ has found that the daily reading of 
of life insurance magazines, the company’s 


° literature and the record of great things 
- @ insurance men’ have accomplished 
. 'S a constant source of inspiration. 

. -Oncentration or thought and effort 
'S more difficult in the summer time than 
| Winter because of the many distrac- 
_ and for this reason the agent 
should appeal to the eye as well as to 
the ear especially in the summer. He 
Must write his figures and put forth ex- 











MANY CLAIMS ABROAD 


GOES TO FOREIGN COUNTRIES 
Payments to Beneficiaries Outside of 
America Swells Movement of 
Money to Other Lands 





To the millions of dollars American 
tourists annually leave abroad the life 
insurance funds of the United States 
add each year an appreciable sum. All 
the great underwriting companies of the 
United States limit their operations to 
their own country and Canada, with an 
island possession or two thrown in, 
but each succeeding statement of their 
disbursements shows the expenditure 
of relatively large amounts to settle 
death claims in Europe. 

The explanation is that in compari- 
son with the number of immigrants, 
emigration—that is, the return home of 
foreigners who have come to this coun- 
try solely to make a stake—is larger 
than ever before. While here these for- 
eigners invest in life insurance, and 
at death the benefits accruing in Ameri- 
can gold do their part toward the ameli- 
oration of post war conditions in the 
old world. 


Many Americans Abroad 





There are also many expatriate Amer- 
icans living in Paris, London, Berlin 
and other capitals. Many of them are 
heavily insured. It is said few deaths 
occur among Americans in Europe 
which do not produce insurance claims. 

In the main, however, payments made 
abroad by American life insurance com- 
panies are the result of deaths among 
foreigners who formerly lived in the 
United States and held industrial life 
policies for small amounts. 

During the last six months the Pru- 
dential alone paid 268 such claims, 
which aggregated more than $42,000. 
This was a little less than half the 
total paid in Europe last year by the 
same company. 

As was the case in 1924, these claims 
were most numerous in Italy, where 
59, calling for almost $10,000, were paid 
between Jan. 1 and June 30. Poland, 
second during the corresponding period 
last year, holds the same position still 
with 43 payments for about $6,500. 


Claims in 32 Countries 


All told, death claims were paid by 
the Prudential in 32 foreign countries. 
Ireland again ranked third with 32, out- 
ranking England, which had 24, Ger- 
many with 19, Scotland with 15, and 
Czecho-Slovakia with 13. Among the 
other countries in which claims were 
paid were: 

Australia, Belgium, Cuba, Denmark, 





Finland, France, Greece, Haiti, Hun- 
gary, Jugo Slavia, Japan, Lithuania, 
Norway, Palestine, Panama, Portugal, 


Porto Rico, Rumania, Russia, Sweden, 
Serbia, Uruguay and the West India 
Islands. 








tra efforts to hold the attention of the 
prospects. 

Development will also comes 
through practice. It means resolutely 
following up the prospect, no matter 
what the temptation is to do otherwise. 
It means holding on to the canvass even 
though the prospect may refuse. It is 
sometimes well for the life insurance 
man to train his ear so that it will not 
receive sounds which defeat his purpose. 
A friend of Mr. Ballou’s attributes a lot | 
of his success in life insurance sales- 
manship to the fact that he is deaf. He 
is often quite convinced that his pros- | 
pect is saying “No” from the motion | 
of his lips, but not hearing him, he goes | 
straight on and sells him just the same. | 


of 











Turner Munsell, agent of the New 
York Life at Columbia, 8S. C., was mar- | 
ried recently to Miss Susan Greeley of 
Jacksonville, Fla. He is a son of F. S. 
Munsell, supervisor of the southern de- 











“POOR§RICHARD” said— 
“All that glitters is not gold.” 


Promises and Percentages may 
be made to “glitter’—BUT 


The real gold that an Agency contract 
puts into YOUR pants-pocket is the real 
measure of that contract. 


DURING 1924 THE RENEWAL 
INCOME PAID MINNESOTA 
MUTUAL AGENTS AVER- 





OPENINGS AT 
Boise, Idaho 
Pocatello, Idaho 
Rockford, IIL. 
Springfield, Ill. 


Fort Wayne, Ind. 

South Bend, Ind. — 

Terre Haute, Ind. 1, For Agencies less than five years old 
Burlington, Iowa old $3,500. 


Davenport, Iowa 


Mason City, Iowa 2. For Agencies up to seven years old 
Pueblo, Colo. $6; : 

Louisville, Ky. 3. For Agencies over tem years old 
Grand Rapids, Mich. $25,000. 


Lincoln, Nebr. 
Billings, Mont. 
Great Falls, Mont. 
Helena, Mont. 
Missoula, Mont. 
Columbus, Ohio 
Dayton, Ohio 
Springfield, Ohio 
Toledo, Ohio 
Amarillo, Texas 
El Paso, Texas 
Houston, Tex. 
Cheyenne, Wyo. 
Roanoke, Va. 


REMEMBER THAT’S JUST 
RENEWALS! 


These men know how real gold 
glitters—and they know it paid them 
to get and keep an Agency contract 
that is Right. 


On Agency Matters Address 


oO. JI. LACY 
2nd Vice-President 


THE MINNESOTA MUTUAL LIFE 
INSURANCE COMPANY 


ST. PAUL—‘“‘Where the Great Northwest Begins’’ 
The Minnesota Mutual now a $107,000,000 company 
































KENTUCKY 


By reason of 





Natural Resources 
And General Conditions 
has been chosen by 


Atlantic Life Insurance Company 


for intensive development. 

A Home Office Representative 
will shortly make his headquarters 
in the State to appoint 
General Agents 
District Agents 
Special Agents 


For further information communicate with the Company, 


Richmond, Virginia 








partment of the New York Life at Co- 





lumbia. 
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SUMMER SCHOOL ENDS 
BUFFALO PLANS 1926 COURSE 


Students Made Some Excellent Records 
in Their Spare Time After 
Attending Classes 


—--—_ 


BUFFALO, N. Y., Aug. 19.—That 
the study of insurance salesmanship has 
become a valuable part of any compre- 
hensive university course, because of 
the rapid advances made by the life in- 
surance profession in recent years, was 
pointed out by Griffin M. Lovelace, di- 
rector of insurance classes at New York 
University, at the final exercises of the 
Buffalo summer school of life insurance 
salesmanship. Mr. Lovelace was in 
charge of the Buffalo school. Another 
school is planned for 1926. 

Buffalo students who qualified in life 
insurance studies were furnished tem- 
porary certificates identifying them as 
eligible for advanced courses next sum- 
mer. 

Enrollment Breaks Records 

The enrollment was the largest ever 
known in Buffalo, a total of 74 students, 
four of whom were women, attending 
the insurance classes. Actual business 
written for Buffalo by the students dur- 
ing the course amounted to $2,225,000. 
Individual records were: J. E. Bright, 
Buffalo, two $100,000 policies; Edgar R. 
Wood, Hamburg, 29 applications. 

Assisting Mr. Lovelace in special 
courses were Vincent B. Coffin, Albany, 
general agent for the Provident Mutual, 
“Policies and Their Principles;” Frank 
M. See, St. Louis, general agent for the 
Union Central, “Interviews;” Ralph G. 
Engelsman, New York City, Equitable 
Life, “Psychology and Insurance Sell- 
ing.” 

Certificates to 60 Others 


Sixty other insurance agents who 
have been taking the course this sum- 
mer were awarded certificates of attend- 
ance and will receive the certificates of 
graduation when they complete the re- 
quired work. 

Summer schools in insurance sales- 
manship were conducted simultaneously 
in Buffalo and Rochester by Dr. Love- 
lace and his associates. The Rochester 
class wrote approximately $2,225,000 of 
life insurance, duplicating the work of 
the Buffalo class. 

Literature Is Needed 


Dean Clarence S. Marsh of the Uni- 
versity of Buffalo spoke on “Profes- 
sional Standards.” He said that the 
marks of a profession are a body of 
definite, comprehensive knowledge re- 
garding a field of work, a period of 
formal training in preparation for enter- 
ing it, state supervision of certification 
for those engaged in it, social standing 
in the community and group conscious- 
ness within the vocation. 


Urges Contributions 


While the life insurance business is 
attaining all these standards, Dean 
Marsh said, it is chiefly deficient in the 
first element of a profession, and needs 
a larger body of literature embodying 
what is known on the subject. The 
Grosvenor Library, Buffalo, he de- 
clared, contains only 100 books and 
pamphlets pertaining to life insurance 
as compared to 11,000 books on medi- 
cine. e urged the students to make 
contributions to the literature of life 
insurance. 


Certificates Granted 


Certificates of graduation were 
awarded 21 members of last summer’s 
school who besides completing the 
course met the further requirements of 
selling insurance policies on 35 lives, or 
policies totaling $100,000 on at least 12 
lives within a year. Awards of these 
certificates have been made from time 
to time during the past year, as the re- 
quirements were met, and about 100 
out of 119 of the 1924 students now 
have them, 


DALY EXPLAINS RULING 
MERELY ACT OF NEUTRALITY 


Postmaster General’s Caution Not Re- 
garded, as Opposing Group Insur- 
ance for Postal Employes 


DENVER, COLO., Aug. 20.—The 
action of Postmaster General New in 
cautioning postmasters against state in- 
surance law violations with reference to 
serving as insurance agents is regarded 
as a stand of strict neutrality by Clar- 
ence J. Daly, president of the Capitol 
Life of Denver, which is the Denver life 
company mentioned in Washington dis- 
patches as offering group insurance to 
postal employes. 

The postmaster general’s warning to 
postmasters came following a letter 
from the insurance commissioner of 
Vermont, pointing out that his office 
had received copies of letters sent out 
by the Federal Postal Employes asso- 
ciation under date of July 29 outlining 
the Capitol Life’s group plan. 


Can Explain Group Insurance 


The head of the national postal sys- 
tem, according to Washington dis- 
patches, states that it is not objection- 
able to the federal postal heads for post- 
masters to explain group insurance to 
employes, although postmasters are not 
permitted to act as agents for insurance 
companies. Postmaster General New 
takes the stand that such explanations 
are purely personal, and in no wise offi- 
cial acts. 

“There are life insurance companies 
in California, Texas, Kentucky and 
Denver that offer group insurance to 
postal employes,” President Daly said in 
reference to the New announcement. “I 
believe that he is not in opposition to 
postal employes taking such insurance, 
but wishes to remain neutral, and there- 
fore has cautioned postmasters from 
showing favoritism to any one firm of- 
fering this particular kind of insurance. 
We offer group insurance but to my 
knowledge we have not received com- 
a from anyone. Postmaster General 

ew’s stand is to maintain a neutral 
policy, it seems.” 


Son Succeeds C. W. Jenne 


Charles W. Jenne, vice-president of 
the Guaranteed Equity Life of Chicago, 
who died July 31 as the result of an au- 
tomobile accident some months ago, will 
be succeeded in the company by Otis P. 
Jenne, his son. 

Mr. Jenne was an able official, having 
been in the life insurance business for 
40 years. He was a life insurance sales- 
man as well as an executive and was 
successful in both fields. 





GATHERING OF AGENTS 


INDIANAPOLIS LIFE RALLY 


ee 


Company Will Hold Its 20th Anniver- 
sary Convention at Home Office 
Aug. 25-27 


The Indianapolis Life will hold its 
20th anniversary convention Aug. 25-27. 
In addition to the agency meetings and 
business sessions entertainment features 
will be provided including a picnic at 
President Frank Manly’s country home 
north of Indianapolis on White River. 
The company now has more than $50,- 
000,000 of insurance in force and the 
management prides itself that it has 
never resorted to high pressure methods 
nor special inducements to build up vol- 
ume of business. Its aim has been to 
build a strong company along conserva- 
tive lines that would show good results 
for policyholders and this it has done. 

Albert Goslee was the first president 
and is still a member of the board of 
directors. All of the other members of 
the board have been with the company 
since its orgamization 20 years ago, 
President Frank P. Manly, Vice-presi- 
dents Edward B. Raub, George A. Raub 
and A. L. Portteus and Secretary J. R. 
Raub have also been associated with the 
company from the start. The company 
has assets of more than $4,500,000 and 
a surplus of approximately $300,000. It 
owns its own home office on a beautiful 
site at the corner of Meridian and Thir- 
tieth streets, Indianapolis. the building 
having formerly been the home of the 
late Vice-president Charles W. Fair- 
banks. 


AETNA GENERAL AGENTS MEET 


Conference Will Be Held in Maine in 
September to Stimulate Production 
for Company 


HARTFORD, CONN., ‘Aug. 19.— 
The second general agents conference 
of the Aetna Life will be held at Poland 
Springs, Me., Sept. 10-15. All Aetna 
general agents from the United States 
and Canadian offices will attend. 

_The program which K. A. Luther, 
vice-president and agency director, will 
follow includes five days of hard work 
which will be lightened by an almost 
equal amount of play. Mr. Luther be- 
lieves that the informal contacts of the 
general agents during the play periods 
will be almost as productive of an ‘inter- 
change of ideas as the formal conference 
sessions. 


The Sovereign Life of Chicago, an as- 
sessment company, has been licensed by 
the Illinois department. 





LIFE COMPANIES’ SEMI-ANNUAL STATEMENTS 
(As Filed With the Governor of Georgia) 








Aetna Life, Conn 
American National, Texas 
Atlantic Life, Va 


Empire Mutual 
Franklin Life, 
George Washington iAte, W. Va. 


4,887 
Mass Pro. Life Assur., Mass 43 
Metropolitan, N. Y. 
Morris Plan, N. ¥ 
National Life, Vt 
Natl. Life & Accident, Tenn.... 
National Life Assn., Ia 
New York Life 
Penn Mutual Life, Pa 
Peoples H, & L., Ga 
Pilgrim H. & L., G 
Provident Mut. 
Provident 
Prudential, N. J 
Reliance Life, Pa. 
Security L. & Trust, N. 
State Mutual Life, Mass 
Southern States Life 6,10 
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Assets 
$ 258,860,085 $30,771,333 

21,606,568 2,816,095 

14,495,974 


,870 

3,179 

1,729,363,058 
42 


352,585,022 


Net 
Surplus 


Disburse- 
ments 

$ 36,515,253 

eee ers 


Income 
$ 47,840,623 
83,097 


1,228'371 
985,570 
36 


135,062 
614,530 
397,470 


9,814 
263,904,500 
206,132 
10,132,147 
264 


1,366 
047,051 


24,1 
458,404 
18,779,624 
1,622,810 . 
185,267,984 102,426,731 
6,497,398 4,379,067 
329,198 210, 
10,558,206 
1,001,578 
69,751,326 


11,109,625 
650,205 
72,210,866 


158 
26,916,361 


NEW PLAN WINS Fa 


——__ 


EMPLOYERS NOW CoOopp 


Agencies Find Salary Deduction p, 
a Profitable Line to Pus, 
With Vigor 


When life companies first annoy 
the plan of selling insurance On the 
ary deduction basis, many firms gp 
ously objected to agents Soliciting 
employes. The argument was agys 
that the arrangement by which th 
ploye paid for his or her ingyss 
would necessitate a great deal of » 
bookkeeping with no tangible bens 
for the employer. 

Today, after this plan has bey 
operation in a number of shops anj 
received favorable publicity, objeg 
to it is far less strenuous. Biysip 
heads are now being won over to it 
cause of the advantages which it has} 
both employer and employe. 


Had to Sell Employer First 


When this type of insurance was & 
advocated, agents found that it » 
difficult to get the cooperation of } 
ness heads as far as the salary dej 
tion was concerned. Then they 
forced to solicit the workers at ny 
and before and after business hours, 

This, too, is being done away wi 
for employers can now see that { 
arguments in favor of this plan of § 
insurance outweigh the inconvenien 
and, accordingly, cooperate with age 
more readily. 


Advantageous to All Concerned 


The most obvious advantage, exe 
tives have found, is that the carrying, 
indemnity by their workers rele 
them from all moral obligations at ¢ 
death of an employe who might oth 
wise leave his family unprotected. 

When he realizes this, the employs 
is usually more ready to cooperate wil 
the agent. Often the head of the fi 
is persuaded to take a $5,000 or $i 
000 policy in order to show his employs 
that he believes the plan a good a 
One agency has followed this metho 
very successfully except in the case d 
a plant where the labor union is ve 
strong. 

In this case the example of the 
ployer was found to weigh less. 
was necessary to write a “bell-cow,” om 
of the workers who is a labor leader. 


Cancellations Run High 


(i 


Of course, as those agencies and com 
panies writing this business have foul, 
there is a fairly high rate of cancellation 
most of which is due to policyholdes 
changing jobs. Some of it is due 
financial troubles, while the rest of the 
cancellation is probably due to the fat 
that some people are always ready # 
buy what someone else does; these at 
as easily “unsold” on a proposition # 
they are sold on it. It has been foul 
that a larger percentage of women cat 
cel than do men. ; 

But even taking into consideration 
the cancellations which are supposed t 
average about 10 percent, agencies fini 
the salary deduction plan a very proli 
able one to push. 


Sanders Takes Blackburn’s Duties 


Fred M. Sanders, treasurer of th 
Bankers Life. of Lincoln, has taken ove 
for the time being at least the duties 
secretary, following the death of M.L 
Blackburn, for 26 years connected wit 
the company and for a number of years 
chairman of the board. Mr. Blackburn’ 
funeral was very largely attended. !% 
active pallbearers were all members © 
the executive staff of the company, 
the honorary pallbearers representatives 
of the large business establishments % 
the city. 


The National Guardian Life and th 
Security Mutual Life of Binghamto 











have been licensed in Iowa. 
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WHO WILL HAVE PROMINENT PART 
OOPERy IN LIFE UNDERWRITERS’ CONVENTION 













LVIN EARL MYERS—friends 
A call him “Earl”—general chairman 
of the Kansas City executive com- 
ee for the convention ol the Na- 
wal Association of Life Underwriters, 






sol room and the bank desk. And 
‘dimbed in this business by way of 
cashier's office. 

ira B. Mapes picked Mr. Myers out 
a likely life man, finding him in a 
basas City bank, after nearly a year's 
ort to sell him the life business, he 
syaded Mr. Myers to enter his gen- 
jagency of the Phoenix Mutual Life 
cashier, July 1, 1913. Having finally 
fnitely turned to life insurance as a 
eer, Mr. Myers was absolutely and 
pletely a life man; all his interests 
4 energies were turned to this busi- 
<s, His loyalty to the agency and the 
bmpany, and his disposition to work, 
ere his conspicuous qualities in those 























P Wit rst years, said Mr. Mapes. He studied 
nce was Me insurance, taking the company’s 
that it gllmrrespondence course—and he still car- 
‘ion of } ; his graduation certificate. He 
lary dejgmmmorked over the lessons many times, in 
| they walmmome cases sending rewritten reports 












TS at nowllmeck to the home office for correction, 
3S hours, at he might be quite sure that he had 
away wif sped everything. However, he stayed 
e that ammway from the actuarial side of the busi- 
plan of gmess in his study, as not involving ma- 
onvenienmmerial of specific use to an agency. 

vith ages Developed as Personal Producer 







He quickly developed into a good per- 


a nal producer, in time aside from his 








ge, exeqimomparatively light duties as cashier, 
carrying qmmesing his opportunities as cashier to the 
S releagmmtmost in learning the human side of the 
ons at Mmpusiness and making contracts. He has 
ght othagmmpeen above $100,000 practically every 





ted. year, and one year reached $250,000, 
employgammenile cashier. At the same time he was 
erate wiecing given more and more care of the 
f the firggmmpersonnel. He had supervision of the 
) or $u.gmmeountry agents and did all of the trav- 
employgammeling over a period of six years, to 1923. 
z00d on hen Mr. Mapes took him into partner- 
s meth(mestip in the agency. Mr. Myers picked 
nd trained many of the country agents 
hat are among the good producers of 
the agency now. When the Kansas City 
agency, in line with the Phoenix policy, 
was made a branch office, Mr. Myers 
was made salaried manager, though the 
business is still conducted as Mapes & 
Myers. 
One of the incidents in Mr. Mapes’ 
development of Mr. Myers is particu- 
larly significant. The general agent 
‘threw business” to the cashier, not only 
giving him partly developed prospects, 
but helping him to secure the contracts, 
which were credited to him. Mr. Myers 
the fact MM has followed this practice also, whereby 
his own personal production was mate- 
ese art nally lowered from its potentiality but 
tion MMH the agents were developed. 

Mr. Myers as a manager is insistent 
on punctiliousness as to details for 























tered this business by way of the | 





others, as he was for himself. The big- 
gest advantages from such attention to 
details, he says, are that one develops 
information, and gets the habit of accu- 
racy. 

“Reliability,” said Mr. Myers, “is one 
of the vital qualities in the life insurance 
agent. And this is developed through 
conscientious attention to details.” 

Mr. Myers was born on a farm in 
Livingston county, Mo., Feb. 4, 1881. 
He attended country school until 1898, 
then spent three years in Park College, 
near Kansas City, Mo. He taught school 
three years in Livingston county, spent 
a year in a country bank at Hale, Mo., 
then six years with the Fidelity Trust 
Company, Kansas City. 

Found Value of Association 


Mr. Myers was slow to grasp the 
value of association work among life 
insurance men. The Kansas City asso- 
ciation seemed to him to be merely a 
social organization, until—a law similar 
to the Robertson law was submitted to 
the Kansas legislature. It looked as 
though his company would have to leave 
the state. The associations in Kansas 
City and Topeka got together, demon- 
strated the worth of cooperation, and 
the law was defeated. Mr. Myers at 
once decided that it was his personal 
business and duty to help along asso- 
ciation activities, even though there 
seemed no particular immediate value in 
their work, in order that an organiza- 
tion might be ready for an emergency. 
He has been very active since. He 
served two years as secretary of the 
Kansas City association, one year as 
vice-president and one year as president, 
during the latter term the National As- 
sociation setting Kansas City for the 
1925 convention. Mr. Myers as president 
was general chairman of the local con- 
vention committee, and was immediately 
reappointed to this position by Earl G. 
Mercer, who succeeded him as president 
in June. 

* * «@ 

6¢’TO derive full benefits from his call- 

ing a life insurance agent must be 
able to see the whole picture,” declares 
Paul F. Clark, head of the Boston gen- 
eral agency of the John Hancock Life, 
who was elected a vice-president of the 
National Association of Life Underwrit- 
ers at its last convention and is one of 
the new additions to its official roster. 
Mr. Clark accordingly has established a 
recruiting school in his agency and no 
man, unless he has passed successfully 
through the two years’ apprenticeship, 
may hope to find a permanent place in 








LIFE AC 





ANCE IN FORCE. 





Extension in Agency Development 
in Nebraska, Illinois, Arkansas, 
California, Washington, 
Wyoming, Colorado, Missouri and 
Kansas, with Home Office appoint- 
ments as District Managers make it 
worth while for men who can qual- 
ify with clean records for Districts 


Texas, 


still open in the above territory. 


Address in Confidence 


THE 
LIBERTY LIFE 


INSURANCE COMPANY 


Liberty Life Building 


TOPEKA, KANSAS 


IDENT = HEALTH 


1924 shows a material increase in 


ASSETS, SURPLUS and INSUR- 











The History of the Liberty Life 


Is a Record of Promises Kept. 
































the Clark agency. It is characteristic of 
Paul Clark that he should expect his 
men to see life insurance in a large way. 
“Paul” himself is a large fellow and he 
does things in a large way. He has the 
physique of.a football player, and he 
comes rightfully by it. He has good 
looks, exceptionally so, and he has a love 





POLICY LOANS CAUSE LAPSES 


Have You found a way to stop this waste? 
Our plan IS saving millions for many Companies and is the result of 
twenty-two years of careful research and experience. 


THE OTIS HANN COMPANY 
10 So. La Salle St. Chicago, 


Illinois 








New Policy 
“sf | Disability Benefits of $15.00 per $1,000.00 


= Waiver of Premium 











Loans at end of Second Year 


ai Broader Double Indemnity Clause 


ORGANIZED 1850 


INSURANCE CO. 


66 BROADWAY 





NEW YORK 
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The Big Idea 


Every service you render 
will furnish you with an op- 
portunity to be of greater 
service. Service will draw 
policyholders more closely 
to your company and make 
them feel that you are ex- 
tending to them every con- 
sideration consistent with 
up-to-date business methods 
and principles. Thus you will 
win their commendation, 
gratitude and praise. 


If these objects are accom- 
plished then it must follow as 
naturally as we expect to- 
morrow’s sun to rise that 
policyholders will spread 
your name and fame and open 
the way for your greater suc- 
cess and increasing service. 
Service is worth while. It is 
BIG. Have you thoroughly 
sold yourself on the idea? 








The Prudential 


Insurance Company of America 
EDWARD D. DUFFIELD, President 
Home Office, Newark, New Jersey 





wonderful selling features. If you are int 
copy of “Making Dreams of Your Children’s Future Come 
True,” and our attractive proposition to agents. 


. a, RAL Manager 
outhwestern Department 
401-2 Mercantile Bank Bldg., 
Dallas, Texas 





The Child’s 20-Pay Life Optional Endowment Policy 


of the 


Great Republic Life Insurance Company 


of California 


Protects both the child and its parents and includes waiver of 
premium in event of death or permanent total disability of the 
father, who is the beneficiary. Agents are enthusiastic over its 
erested, write for 


. 


W. H. SAVAGE, Vice-President 
Los Angeles, California 


one publisher is sending out to agents 


have not noted the copy and letter ac- 
companying it was not from THE Na- 
TIONAL UNDERWRITER and have sent back 
the copy as satisfactory under the im- 


renewal of their previous insurance di- 
rectory advertising or display. In view 
of the fact that this is being done in 
some states at the same time that THE 
NATIONAL UNDERWRITER is working on 
its own handbooks, agents may become 
confused and they will no doubt want 
to note carefully the name of the com- 
pany from which the solicitatidn for 


E. L. BLACK, State Manager 
P. O. Box 148 
Little Rock, Arkansas 


for the insurance business, and particu- 
larly for the John Hancock family, 
which is another natural and inherited 


trait. 
Went Strong From Start 


When Paul Clark went to Boston in 
May, 1921, and established the Paul F. 
Clark general agency of the John Han- 
cock Life he was but little known in 
New England. When the agency paid 
for $2,258,000 the first year the eyes of 
the life fraternity began turning toward 
the Clark agency. The second year the 
figures jumped to $7,254,000, the third 
year $9,436,000 and in 1924 a total of 
$11,818,000 was written. This year the 
final figures promise to be around $15,- 
000,000. 

When Mr. Clark persuaded Earl G. 
Manning, one of the big writers and an 
oustanding figure in the life field, to en- 
ter his agency, it was realized the Clark 
agency was something to be reckoned 
with. Soon after, Stanford Wright, an- 
other large writer, was added and the 
three now form the heads of the agency, 
all holding the title of general agents. 
One or two of the leading women writ- 
ers of the city were also added, and so, 
step by step, the agency has forged to 
the front until it is perhaps the most 
conspicuous factor in the John Hancock 
family. Branches were established in 
Lowell and New Bedford and recently 
the training school was established. At 
the present time the agency has some 
70 persons, with 55 of them soliciting 
agents. 


Of Life Insurance Family 


Paul F. Clark, who is responsible for 
the agency, is a native of Dayton, O., 
and is 33 years old. He attended Staun- 
ton Military Academy in Virginia and 
then took the four years’ course in the 
Wharton School of Commerce & Fi- 
nance at the University of Pennsylvania, 
graduating in 1914. ° 

Mr. Clark’s uncle was state agent for 
Maryland and the District of Columbia 
for the John Hancock Life and it was 
natural the son should sign up with his 
uncle as an agent, immediately after 
leaving college. After three years he 
was made assistant state agent in 1917. 
His first year in the business he wrote 
$233,000 and the third year he led the 
entire John Hancock force of the coun- 
try with a paid-for personal production 
of $1,000,000. He was in second place 
in his fourth year and led again with a 
million and a half of business in his 
fifth and sixth years in the business. He 
has specialized in business insurance 
and inheritance tax problems. 

Mr. Clark early took an interest in 
association work and became vice-presi- 
dent of the Baltimore association. He 
joined the Boston Life Underwriters 
upon going to that city and when he at- 
tended the national convention last year 
his sterling worth was recognized by 
election as second vice-president of the 
National Association, which position he 
now holds. 





Agents Should Check 
Up on Letters 








THE NATIONAL UNDERWRITER desires to 
call attention to the fact that at least 


and companies advertisements or dis- 
plays cut from handbooks published by 
THE NATIONAL UNDERWRITER with re- 
quest that these be O.K.’d for use in 
other directories. Sometimes agents 


pression that they were ordering a 



















American experience table with Craig 
extension below age 10, as published; 
the 1913 edition of the Wisconsin ir 
surance laws, and prepared a scale d 
death benefits, on $1,000 ultimate bass 
of $100 at age 1, $200 at age 2, $3002 
age 3, etc., until the full, ultima 
amount of $1,000 was reached at age it 
He figured out net premiums and 
serves for all the customary life al 
endowment plans, with some special po 
icy forms in addition, according to tk 
20-payment life modification of the pr- 
liminary term method of valuation, 
known as the Illinois standard. 


Policies Found Attractive 


The agents of the Old Colony Litt 
found these policies quite salable, w- 
til today some 20 percent of the entit 
business of the Old Colony Life is 
the lives of the young folks. The mor 
tality experience, extending over somt 
100 years, has been favorable. The mit 
imum policy that the Old Colony Lit 
will write is $250, ultimate amount. Al 
child business of the Old Colony Litt 
has so far been subject to medical & 
amination, the medical fee for the casts 
under $1,000 being a straight pro rl 
of the conventional medical fee of % 


Medical Examination 


The Old Colony Life does not wrt 
non-medical business, but President 
Nueske is of the opinion that it could 
be safely done in the case of childrens 
policies. Children as a class are in bet 
ter health than older people. A medica 
examination naturally catches som 
physical impairments, but with a 8 

volume of business, President Nuest 
feels that a company could well af 

to dispense with medical examinations 
President Nueske is now working 


benefits met the situation admirably 
logically, and a few years ago, ® 











approving the advertising comes. 

















a plan for doing a non-medical bese 
He felt that his sliding scale of dea’ 
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A number of companies are now ym surance. ‘ 
ing non-industrial insurance for chim 12V°° © 
that is, insurance on the annual, gy 
annual or quarterly premium plan, yj Having 
death benefits for substantial amop observed 
Pure endowment policies, with retuy agent 
premiums in case of death, have ~ soni 
course, been issued for a great m Nueske 1 
years. The Guardian Life of New Yagi panies © 
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dowment policies, with return of , wid ft 
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recent origin. preciabl 
Nueske a Pioneer in the 1 
President B, R. Nueske of the ( ey 
Colony Life of Chicago, was one of t sand dc 
earliest exponents of this plan. Bei early st 
a trained actuary, he devised a set, unexcel 
life and endowment policies that wea young ! 
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insured. President Nueske took dm Wich! 
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companies adopted the same sliding 


Paeaaver, as more recently still other 
companies went the Old Colony Life 
one better and put out some policies 
gith the ultimate amount of insurance 
reached at age 5, instead of age 10, 
President Nueske put in the hands of 
his agents, within the last few weeks, a 
jail line of insurance for children on the 
annual, semi-annual or quarterly pre- 
mium plan with the ultimate amount 
of insurance in effect at age 4, nearest 
irthday. 
biwesiient Nueske thinks, and the Old 
Colony Life’s experience has demon- 
grated, that if, as a general rule, only 
the natural parents—and in case of or- 
phans, grand-parents—are made bene- 
fciaries under child policies, insurance 
on the lives of children is safer from a 
speculative point of view than the in- 
surance on the life of a husband in 
favor of his wife, and vice versa. 


Saw the Opportunity 


Having in former years frequently 
observed that the gentlemanly industrial 
agent would do a very profitable busi- 
ness with his weekly premium insurance 
in non-industrial households, President 
Nueske thought that if industrial com- 
panies could sell their weekly premium 
child insurance to what he terms annual 
premium parents, ordinary companies 
could find a better market in the non- 
industrial families with annual premium 
insurance for children for more sub- 
stantial amounts, commensurate with the 
higher standard of living in such families 
and commensurate also with the present 
day higher cost of dying. 

Any man’s exchequer is nowadays ap- 
preciably affected by illness and death 
in the family, but, aside from this, the 
possession by a young man in the twen- 
ties of a full-paid policy for a few thou- 
sand dollars is not only evidence of an 
early start in financial education, but an 
unexcelled asset at a timie when the 
young man is ready to start in business 
for himself. Such a full-paid policy will 
very agreeably surprise any bank from 
which he may desire an accommodation. 


Policyholders’ Month 
Proves Valuable if the 
Agent Takes Advantage 


E. BISSELL, inspector of the 

«Canada Life at Brockville, Ont., 
finds his company’s policyholders’ 
month of great value. Brockville is a 
town of 10,000 population, where 90 per- 
cent of the policyholders are known 
personally. The agents mix with them 
in their different organizations and 
clubs in town, but even so they some- 
times get a real surprise in going back 
to a policyholder insured some years 
ago to find that a competitor had sold 
him in the meantime. Policyholders’ 
month is a great factor in eliminating 
competition among present policyhold- 
ers, 

Give Continuous Service 


Selling insurance is not just placing 
a policy, but in mapping out a program 
tor the client’s future, particularly of 
business men. To carry out such a pro- 
gtam it is necessary to call on policy- 
holders at least once a year. This op- 
portunity comes especially with policy- 
holders’ month. By keeping in touch 
with old policyholders and calling upon 
them every year, the agent can render 
real service by checking up as to the 
beneficiary, or keeping the insurance 
up-to-date in other ways, and by urging 
the policyholders to make a will. 
‘ Mr. Bissell tells of one case recently 
in which he found a policyholder who 
had come from England four years ago 
and had recently purchased a business. 
He had a policy with the Canada Life 
made payable to his estate. He had 

en married three years and had no 
children. Since he had no will, accord- 
ing to the laws of the province, if he 
had died, letters of administration would 

ve been necessary to sell his business 
and pay his life insurance, and relatives 
over in England, whom he had not seen 





for years, would have benefited to a 
greater extent than his own wife, who 
would have been left in a pitiful condi- 
tion. In getting this situation straight- 
ened out the agents rendered a real 
service. By so doing, they are adver- 
tising themselves, and this‘will react in 
their favor later on. 

Mr. Bissell states that they have 
worked this system for about five years 
and have found it very advantageous. 
Generally they secure at least half of 
their prospects for the whole year dur- 
ing this campaign. When the agency 
checked over its records this year, it 
found that of 1,800 cards it had less 
than 1,000 calls, which means that they 
have on an average of nearly two poli- 
cies on each policyholder. This indi- 
cates good work in following up old 
policyholders. The one thing that must 
be watched about policyholders’ month, 
however, is to keep it from becoming 
merely a visiting campaign. To get 
over a large amount of work it is ad- 
visable to make definite plans and carry 
them out. 


Canadian Commissioners’ Program 

The eighth annual conference of the 
Association of Superintendents of Insur- 
ance of the Provinces of Canada will 
take place at the Fort Garry Hotel, 
Winnipeg, Sept. 1-4. President Arthur 
E. Fisher of Regina will occupy the 





| 


chair. John Bracken, premier of Mani- 
toba, will welcome the delegates. The 
first day will be taken up with the 
presentation of reports, an address on 
“The Desirability of Uniformity in and 
Essentials of Legislative Regulation of 
Life Insurance Agents,” by the presi- 
dent of the Life Underwriters Associa- 
tion, J. J. McSweeney of Toronto, and 
an address by the legislative counsel of 
the province of Saskatchewan, R. W. 
Shannon, K. C., on “Some Aspects of 
Insurance Legislation.” 

The other sessions will also be de- 
voted to further consideration of re- 
ports, interspersed with addresses, 
among which will be one given by Ben 
C. Hyde, superintendent of insurance of 
Missouri on “Fire Insurance and Fire 
Insurance Rate Making.” R. Leighton 
Foster of Ontario, secretary of the asso- 
ciation, will also address the conven- 
tion. 





Safety Congress In Cleveland 


The 14th annual Safety Congress will 
be held at Cleveland Sept. 28-Oct. 2 | 
with a number of insurance men taking 
part. There will be about 70 different 
sessions involving a number of sections 
of the congress. About 250 speakers 
will be on the program all told. Among 
the insurance men on the program are 
Dr. Charles P. Hutchins, Syracuse 
clinic of the Aetna Life, and Dr. A. D. 





Lozeney, surgeon of the Maryland Cas- 
ualty, whose topic will be “The Malin- 
gerer.” Dr, L. I. Dublin of the Metro- 
politan Life will report for the statisti- 
cal committee. 


Mutual Life of Canada Appointment 


C. W. G. Browning, who for several 
years has been manager of the invest- 
ment department of the Mutual Life of 
Canada for the province of Alberta, with 
headquarters in Edmonton, has recently 
been appointed to the newly created po- 
sition of western superintendent of 
mortgage investments for his company. 

Charles B. Clement, assistant manager 
at Winnipeg of the company’s invest- 
ment department for the province of 
Manitoba, has been promoted to succeed 
Mr. Browning at Edmonton. 





THINGS WORTH LEARNING 


1—The 
2—The 
3—The 
4—The 
5—The 


Value of Time 

Pleasure of Working 
Success of Perseverance 
Worth of Character 
Value of Patience 
6—The Wisdom of Economy 
7—The Obligation of Duty 
8—The Power of a Smile 
9—The Profit of Experience 
10—The Joy of Achievement 
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IN THESE TWENTY-ONE 


YOUNG MAN 


If you have made good as an 
agent, make good also as a gen- 
eral agent. There is a territory 
open for you with this company. 





Premium Income 
Gain in premiums 
Gain in assets 

Gain in reserves 

Life Insurance in force 


Surplus and Reserves to pol- 
icyholders 





Accident 
Field 


2,183,194.73 








PROVIDENT 


LIFE AND ACCIDENT INSURANCE COMPANY 
OF CHATTANOOGA TENN. 


FOUNDED IN 1867 


Ordinary Life Insurance 
Group Disability and Group Life Insurance 
Accident and Health Insurance 
On the Commercial, Monthly Premium and 
Pay-Order Installment Plans 
Automobile Accident Insurance 


FoR THIRTY-EIGHT YEARS—=— DEPENDABLE 
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Inspiration of the Spirit of Play 


Srress of circumstances has doubtless 
been the compelling force which has 
stiffened the spine of many beginners 
in the field of life insurance salesman- 
ship to the degree necessary to assure 
success in this great work, which has 
been so aptly termed “a blessed blend 
of business and benevolence.” But un- 
less the inspiration of success creates in 
the mind of the life underwriter an un- 
selfish love for the service to humanity 
in which he is engaged, he has failed to 
experience the joy of the job in his 
heart. 

It is notable in consideration of the 
subject that the man who is influenced 
by high ideals, whose sense of duty is 
primarily to his fellow man, and who is 
inspired by a vision of the immeasurable 
benefits to others which will result from 
his efforts, enjoys not only the conse- 
quent material reward but finds real 
pleasure in his work. He feels that 
life is not a task but is a privilege and 
an opportunity for the extension of a 
great service. This mental attitude ex- 
erts an influence in his life that is re- 
flected by a sincere love of life under- 
writing for the sake of what it accom- 
plishes and an earnestness of purpose 
that will not be denied expression. Con- 


How One Puts a 


Tue Jonn Hancock Mutua “Signa- 
ture” declares that a young married man 
should carry at least $5,000 insurance. 
It takes the position that $1,000 protec- 
tion is not enough. When one takes life 
insurance he puts a value on himself. 
The Jonn Hancock Murtvat asserts that 
if one takes a $1,000 policy he sizes him- 
self up as worth about that much. At 
any rate he thinks that is about all he 
can pay or is willing to pay for. Such 
policies of course are better than noth- 
ing at all. They are not to be discarded. 
Speaking further the JoHn Hancock 
MUTUAL Says: 4 

“At the same time, $1,000 or $2,000 in 
these days is certainly not enough for a 
man who has just married and is start- 
ing out in life and expects to build up a 
home and take his place in the commu- 
nity. 

“Five thousand dollars is the least 
should take; $10,000 would be much 
better. Such a course, even though it 


Putting One’s Best Foot Forward 


WHEN a man seeks a position or en- 
deavors to make a connection he natu- 
rally puts his best foot forward. He 
does not hesitate to tell the employer of 
his attributes, experience and potential- 





* contests for business which are under- 


sequently in his daily work he feels the 
inspiration of the spirit of play and the 
joy of all joys—the joy of winning the 
game. Thoughts of financial gain are 
a secondary consideration. Playing the 
game and winning the goal becomes ha- 
bitual, spurring the player on and on 
to whatever limit may be determined by 
his ambition, 

As the spirit of play inspires the in- 
dividual when it has become a sales 
habit in his experience, so, also, it is an 
important factor to be considered in 


taken by companies and general agen- 
cies. It is the spirit of play—of the 
game, if you please—the appeal of the 
fighting chance which adds zest to the 
efforts of the members of the field force, 
individually and collectively. The in- 
centive of material reward is not to be 
compared with the keen desire to ex- 
perience the joy of winning. 

No matter how small or unpromis- 
ing may be the environment, the agent 
in the field will find the maximum of 
interest in “playing the game” while en- 
gaged in the business of life underwrit- 
ing and the spirit of the game will urge 
him on to heights of success which he 
may not dream of now. 


Price on Himself 


requires a little more sacrifice on the 
part of himself and his wife in their fam- 
ily expenditure, will make him set his 
shoulders back and think a great deal 
more of himself. In other words he can 
feel himself to be worth in world’s goods 
five or ten thousand dollars instead of 
one or two. 

“The very fact of having this larger 
sum of insurance and the responsibilities 
that go with it will stimulate his ambi- 
tions and make him of more value to 
the people he works for and conse- 
quently set him in line for advancement, 
perhaps to a degree which will many 
times pay for the annual premium in- 
invested.” 

John Wanamaker, late merchant 
prince, said: “The difference between a 
clerk who spends all his money and the 
clerk who saves part of it is the differ- 
ence in ten years between the owner of 
the business and the man out of a job.” 
It’s certainly good advice. 


ity. If the applicant would cash in for 
50 percent of what he claims to be, the 
employer would feel perfectly satisfied 
and think that he was getting a good 





Gilbert Knudtson, who will retire on 
Sept. 1 as vice-president of the Mu- 
tual Trust Life to take up agency work 
in California for the Equitable Life of 
Iowa, was the guest of honor at a lunch- 
eon given on Tuesday of this week at 
the Hotel LaSalie in Chicago. The of- 
ficers, members of the board of direc- 
tors and home office department heads, 
about 75 in all, attended. Mr. Knudtson 
was presented with a handsome dia- 
mond scarf pin. Brief talks were made 
by Edwin A. Olson, president; A. B. 
Slattengren, secretary; A. Nelson, 
treasurer and Carl A. Peterson, the 
newly elected vice-president, who suc- 
ceeds Mr. Knudtson. Mr. Knudtson 
will motor to California leaving Chi- 
cago about Sept. 1. 


R. C. Braun, advertising manager of 
the Reliance Life, will be married in 
October to Miss Adelaide Bowen, a 
prominent society girl of New Orleans 
and daughter of R. D. Bowen, a promi- 
nent Texas planter. The ceremony will 
be held at the bride’s home, after which 
Mr. and Mrs. Braun will leave for Ber- 
muda on an extended honeymoon. Mr. 
Braun recently returned from an agent’s 
trip that took him throughout the en- 
tire territory in which the company 
operates. He is a member of the In- 
surance Advertising Conference and is 
well known in the insurance fraternity. 

Joe Tinker, famous shortstop of the 
Chicago Cubs of some years ago, has 
been written for $25,000 by F. J. Dulive 
of the Equitable Life of New York at 
Orlando, Fla. Mr. Tinker is interested 
in Florida land. In the old days of the 
Cubs, Tinker at shortstop, Evers at 
second base and Chance at first base, 
made an invincible trio of players. 


Karl B. Korrady, manager of the Mis- 
souri State Life in Chicago, is laid up 
at his home on account of an attack of 
anthritis. / 


A romance which found fruit when 
the annual convention of the Associa- 
tion of Agents of Northwestern Mutual 
Life met at the home office late in July 
came to light with the announcement of 
the marriage of Miss Betty Place of 
Milwaukee to Robert Bruce of the 
Northwestern Mutual general agency in 
St. Louis. Miss Place, who is widely 
known as a dancer on the Keith cir- 
cuit, met Mr. Bruce in St. Louis, and 
they were married when he went to 
Milwaukee in July. The young couple 
left the convention in the midst of a 
stirring discussion on vital statistics and 
went to Waukegan, IIl., where the cere- 
mony was performed. 


Maj. Winslow Russell of Hartford, 
adjutant general’s department reserve, 
has been ordered to active duty, effective 





the Virginia state chamber of comp 
and is now spending some time in Rw 
mond looking after duties incidens , 
this position. 

Edwin L. Sullivan, advertising ma, 
ager for the Home of New York gr 
becomes vice-president and Dusineg 
manager of the “Insurance Fielg” 
will be located in Louisville. The “1, 
surance Field” is establishing three 
ordinating departments, editorial] Rte 
eral administration and  advertis 
Charles Dobbs, for 20 years manag; 
editor, becomes vice-president and ede 
torial manager. R. W. Conde, who ha 
been with the “Insurance Field” 1! 
years, latterly as secretary, becoms 
vice-president and secretary in cha 
of general administrative affairs, \, 
Sullivan will be vice-president aaj 
business manager in charge of adye. 
tising. A. H. Seekamp, for many yen 
news editor, becomes managing edit, 
Young E. Allison, Jr., who was trans. 
ferred from New York to Louisvilk 
continues as associate editor. 


R. W. Conde of Louisville, secretary 
of the “Insurance Field,” was called 
Sterling, Ill., a few days ago due to th 
death of his father, John A. Cond 
Funeral services were held Sunday after. 
noon. Mr. Conde had been in ili health 
for a long time. 


President Isaac Miller Hamilton of 
the Federal Life is on an extended trip 
through the far western agencies and 
is now in California. He will be gon 
for another month. 


Dr. E. G. Simmons, vice-president 
and general manager of the Pan-Ameri- 
can Life, is spending August in Canada 
on a fishing trip. 

Many of the insurance commission- 
ers are favoring W. R. C. Kendrick, 
commissioner of Iowa, for the presi- 
dency of the Insurance Commissioners 
Convention at the coming annual meet- 
ing. Mr. Kendrick is regarded as one 
of the most capable insurance officials 
in the country and one who represents 
the far west interests. He has made a 
name for himself in his state as one 
of the most impartial officials in the 
country, strictly honest and capable. 
He is a lawyer by profession and was 
formerly deputy attorney general of 
Iowa. In that capacity he had charge 
of any insurance questions put before 
the department. He has been insurance 
commissioner for three years. Mr. Ken- 
drick is standing for clean insurance 
practices in his state. He has taken a 
firm hand against stock jobbing and 
the attempts to raid companies by 
financial profiteers. Iowa feels that it 
is entitled to the presidency of the 
convention. Des Moines alone has 





Aug. 27, the war department announced. 
He will report to the adjutant general | 
in Washington for training. 

Major Russell, who is vice-president | 
of the Phoenix Mutual Life, served with | 
the committee on classification of per- | 
sonnel for more than a year during the | 
war period. The training, which is ad- 
ministrative, will take 15 days. 

Harry Najarian, agent at Worcester, 
Mass., for the Mutual Life of New 
York, who spent his vacation in Rich- 
mond this summer, wrote five policies 
for a total of $18,000 while there. The 
insurance was placed among members 
of the Syrian colony. He is a native of 
Syria and specializes writing insurance 
on lives of his fellow countrymen. Most 
of them, he says, take out endowment | 
policies maturing at age 65. 


_ Dr. Tipton R. Snavely, who writes 
insurance at the University of Virginia 
for the Mutual Life of New York in 
addition to filling the chair of economics 
there, has been retained as economic 





man, 





advisor to the committee on taxation of 





some 53 insurance home offices. 


THOSE INSURANCE MEN 


This morning, when I went to work, 

I felt contented, even chirk, 

And hailed both millionaire and clerk 
With smile and chipper “Hello!” 

But just as I got working hard 

The office boy brought in a card; 


| I glanced and cried, “Call out the guard 


” 


And save me from this fellow! 


Alas, it was too late, for he 
Had walked right in; he smiled at me; 
I couldn’t kick him out, you see, 
E’en though he sold insurance, 
And so I said to myself, I 
Will show this most persistent guy 
Despite his talk, I will not buy; 
Although ‘twill take endurance. 


I won my point; I didn’t sign 

Upon the little dotted line, 

Although he talked, till time to dine, 
Of death and wifely sorrow; 

But Heaven help me, he’s so sleek 

He made me feel just like a sneak; 

He knows that I am growing weak; 
He’s coming back tomorrow. 

—William B. Friend. 
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LIFE AGENCY CHANGES 



















IDLAND MUTUAL’S CHANGES 









mpany Enters New Hampshire and 
Makes Pennsylvania, Maryland, 
Ilinois and Ohio Appointments 












Midland Life of Ohio has re- 
- entered New Hampshire. Nicho- | }J 
lbs G. Katsalis of Manchester has al- 


a 

a large volume of business for 

teeny. Prior to going with the 

\idiand Mutual Mr. Katsalis was a 

ominent broker in Manchester and 
ced his business with various com- 
panies, having written a large volume 
of life insurance for many years. 


R. H. Duff has recently been appointed Par is two calls for the agent in closing the average 

















| agent in the downtown district ‘ . . ; . 
a Pitsburgh, Be. Bering Ge Sees tue case. If his approach is uncertain or his putting of the 
ks of Augus A u pr : 
goto of business. The company also facts vague, his score card at the end of the year may appear 
has a general agent located at East Lib- < , 
ety under C. D. Delphey, Jr. most discouraging. 






Frank G. Carter of Johnstown, Pa., 
became a general agent of the company 



































f hat t it ' . * . ° ° ° ° 
A W. Stafford is a new general agent _ Our circularizing plan is a definite help in assisting 
a a Lincoln National Life agents around the course of the 
tive Op Rew | . . 
SA MeGeoch of Bettimere, Me. twelve months with a business score better than par. It 
was recently appointed general agent for 3 : 
ieee, the Peienase Cotes. raises their percentage of sales on the first call. 


Mr. McGeoch has already produced a 
splendid volume of business. 


carat ae ten Mates i Toledo, | Our personal letters, illustrated by colored reproduc- | 
mn perty neomee Se gees oe tions from oil paintings, introduce the Company and es- 

sai seacd Gcocihent "et tha ‘Tatede tablish the individual need for a Lincoln National Life i} 
"a iiisiend Mussel hes, clon, se- policy. They head off many of the common objections 

rea eee, fee ae which delay thesale. Theyallowtheagentto get right down i} 
a re ee Se to brass tacks with the prospect on his first call. 


cago, one under Julien Buckner, 1014 
City Hall Square Building and the other 








Bulding. “Carl E, Duke is in charge of Because Lincoln National Life agents are bettering 
ee their production score through this circularizing, they are 


HUDSON HAS BEEN PROMOTED sure that it pays to 





Missouri State Life Assistant Manager 
at Pittsburgh Has Been Placed in 
Minneapolis Office 





Stavert Hudson, who has been assist- 
ant manager of the Pittsburgh office of 
the Missouri State Life, has been made i <= 
manager in Minneapolis. Nelson L. (Cink UP (())WITH THE LINCOLN) 
Shultis, Minneapolis manager, will con- —— 
tinue to represent the company in a per- 
sonal capacity. Mr. Hudson went with 
the Missouri State Oct. 10, 1921. He is 
a Dartmouth man and served for two 
years in the navy during the war. He 
was connected with the sales promotion 
division of the Goodyear Tire & Rubber 
Company, and afterwards was manager Th 
of the Cleveland office of S. W. Straus e 

Co., investment house. 


7 DEVELOP en ; Lincoln National Life 
ney for Extended Tertory Insurance Company 


eral Agency for Extended Territory 
‘‘Its Name Indicates Its Character’’ 

















for the Continental Assurance 





Howard A. Archer of Chicago, who 
ormerly was western representative of 
the Importers & Exporters Fire, but 
who resigned to become Chicago city 
general agent of the Continental Assur- 
ance, the life insurance running mate of 
the Continental Casualty, has opened a 
oueral cauaey ~~ the pagar so i 

rance with headquarters at Paris, IIl., i 
having two counties in Indiana and 12 More Than $375,000,000 = Force 
in Illinois. Mr, Archer will proceed to 
develop a strong general agency in that 
territory. Mr. Archer felt after a few 
weeks of life insurance work in Chicago, 
that he could accomplish more with 
tadquarters at Paris, where he is well 
acquainted and where he had a local — 
agency in years gone by. In addition to 


Lincoln Life Building Fort Wayne, Ind. 
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Your Clients will 
BUY 
Non-Cancellable Disability Insurance 


then you can 
SELL 
them LIFE INSURANCE 


Continental Casualty Company 


910 S. Michigan Ave. 
Chicago 

















PUBLIC LIFE 
INSURANCE 
COMPANY 


An Illinois Company 
Capital $500,000 


Brokers’ Business Solicited 
Any amount up to $100,000.00 


No. Color Line. Same Rates for All 
Male and Female 


Standard and Substandard Business Accepted 
Service You Can Depend Upon 


Agency Office—108 S. La Salle St. 
Chicago, Iil. 


handling the Continental Assurance, he 
will develop also the Continental Casu- 
alty in that territory and will also work 
up his local business in Paris, which he 
has held. Mr. Archer is a born organ- 
izer and will show form in the organiza- 
tion of his territory. 


N. L. Adams and A. A. McFall 


Nile L. Adams and A. A. McFall, 
under the firm name of Adams & Mc- 
Fall, have been sppeiet general agents 
of the Midland Life of Kansas City in 
its home city. The Midland Life will 
open a downtown office in Kansas City 
for this agency. Both have been con- 
nected with another company in a 
prominent capacity in Kansas City. 


Willard H. Cobb 


Willard H. Cobb takes a _ general 
agency of the New England Mutual at 
25 W. 43rd street, New York. He 
resigned the vice-presidency of the Na- 
tional Surety to accept the position. 
He is a native of Chicago, having been 
born 33 years ago. He graduated from 
Yale in the class of 1914. He became 
an agent of the American National of 
Galveston, then agency inspector and 
finally assistant secretary. In 1920 he 
went into the surety field, becoming 
manager of the forgery bond depart- 
ment of the National Surety in Boston. 
Then he became manager for all New 
England and finally became an execu- 
tive at the head office. 


L. P. Robinson 


Laurence P. Robinson, formerly of 
Rockford, Ill, but in recent years a 
resident of California and Kansas, has 
returned to that city and will be in 
charge of the Rockford office of the 
Northwestern Mutual Life. 


New England Appointments 
Harold L. Atwood has been appointed 
district manager of the New England 
Mutual Life at Oshkosh, Wis., to suc- 
ceed the late John Multa. Alden M. 
Johnston has been appointed, district 
manager for Appleton, Wis. 


Merton C, White 


A new agency office has been opened 
for the Equitable Life of Iowa at New 




















———. 
Brunswick, N. J., and announcemey, ; 
made of the appointment of M s 
White as agency manager in that 
Mr. White has had five years’ ene 
ence with the Northwestern My 
His territory will include four and 
counties in and around New Brungyii 





Henry C. Martens 
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Henry C. Martens succeeds George t 
Ashton as St. Paul general agen foe 
the Provident Mutual. Mr. Ashton hy 
returned to Philadelphia to assume ney 
duties at the home office. Mr. Maries 
has been an agent for the company iy 
St. Paul for about two and a half yey 





Bankers Reserve Appointments 


Ed. F. Stotts at Biggsville, Il, Jame 
A. Wilson of Galesburg and W. S. By. 
ton & Son of Henderson and Wa 
have been appointed agents of the Ban}. 
ers Reserve Life of Omaha. These ma 
will have charge of district work inclyg. 
ing Kewanee and Galesburg, IIL, ay 
Burlington, Ia. 





Prentice Bros. 


Prentice Brothers have been ap 
pointed general agents of the Pap. 
American Life for the Republic of Gy. 
temala, Central America. The father o 
the Prentice Brothers founded one ¢ 
the oldest and strongest banking inst. 
tutions in Central America. 


L. G. Rupert 


L. G. Rupert of Omaha, who for. 
merly represented the Security Mutu 
Life of Lincoln, Neb., has been ap 
pointed Omaha general agent of th 
American Reserve Life of Omaha 
When Mr. Rupert went with the conm- 
pany it had one full time agent in 
Omaha. After one and one-half months, 
it now has six full time agents and wil 
shortly have 10. 


N. H. Walt 


The Ohio National Life has entered 
Illinois and has appointed N. H. Walt, 
state manager for the territory outside 
of Chicago. Mr. Walt has just resigned 
as vice-president and agency director 
of the Mutual Life of Illinois and was 
formerly for some time with the Cen 
tral Life of Illinois. 
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EASTERN STATES ACTIVITIES | 

















INDIANA DIRECTORY IS OUT 





Insurance Handbook for the State Has 
Been Issued From The National 
Underwriter Press 





The Indiana Insurance Directory ap- 
peared from the press of THe NATIONAL 
UNpERWRITER this week. This is the 
17th biennial edition. Irving Williams, 
editor of “Rough Notes” prefaces the 
directory with a summary of the insur- 
ance business for the last two years in 
Indiana. 


Shows State’s Importance 


The importance of Indiana as an in- 
surance state is emphasized by the fact 
that this book is 40 pages larger than the 
old edition which would indicate that 
there were at least 5,000 more agents, 
making about 50,000 licenses which were 
issued by the insurance department this 
year. The Indiana book is compiled in 
the usual thorough manner in which all 
of THe NationaL UNDERWRITER hand- 
books are prepared. A full and com- 
plete list of agents shown alphabetically 
for every city and town, the class of the 
town is shown, all of the companies 
entered in the state with their field men, 
general agents and financial standing, 
the comparative records of business 
transacted in the state in the last six 
years, organizations, field men, life and 
general agents, and numerous other 
lists help to make this book purely rep- 





resentative of Indiana’s insurance bus- 
ness. 





City Employes Get Group Insurance 


At Columbus, O., 250 city employes 
have taken out group insurance under 
plan worked out by the Inter-Southern 
Life of Louisville. Members of the po 
lice and fire departments are not m- 
cluded. 





Special Car From Cincinnati 


Arrangements are being made by 
some of the life insurance men of Cin- 
cinnati to secure a special car to g0 
direct to Kansas City to the National 
Life Underwriters Association meeting 
without change. If 25 reservations cat 
be guaranteed a car can be secured that 
will leave Cincinnati Sept. 28. The mat- 
ter is in charge of John F. Kenna, get- 
eral agent, Northwestern National Life, 
Union Trust building, Cincinnati. Those 
in the vicinity.of Cincinnati that de 
sire to make reservations should aé- 
dress Mr. Kenna. 





Columbus Mutual Adds to Building 


The Columbus Mutual Life is _build- 
ing an addition to its home office ™ 
East Broad street, Columbus. It 1s um 
derstood that the company has aban- 
doned its plans to move into the sky- 
scraper at 8 East Broad street and 1s 
planning to sell the building. 


In this day and age when you see 3 
man reach for his hip pocket, you camt 
tell whether it is a threat or a promise 
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IN THE MISSISSIPPI VALLEY 











7 CROP CHARTS AS BASIS 











Where Money Is and Where 
Psychological Conditions Best, 
Nebraska Men Say 
































Shton 

Pane tee LINCOLN, NEB., Aug. 20.—Better 
5 Man ces for wheat and recent rains cover- 
half a every part of the state have given 
yea better tone to business, and the finan- 
tments | experts are agreed that a good 
I ar’s business lies ahead for all lines. 
y » Jane e general agencies and the local life 
d Wen ompanies, generally speaking, report 
the Bat nereased business for July and so far 
hese me fame August, although these are the 
ork incl. feonths when the agents either take 
_ Ill, ang eit yearly vacations or find so many 
{their prospects away from home that | 

ey might just as well follow suit. 
The latest compilation of state bank 
been a ieposits shows a total of over $287,000,- 
the Pan 00 in state banks, a total exceeded only 
¢ of Gy. mence during the peak periods of 1920. 
father of MMBeing in state banks means it is very 
one of rgely farmer money. Farmers patron- 
ing inst ze state banks because their deposits 


bre guaranteed and because being lo- 
ated in the small towns they are the 
handiest places with which to do busi- 
ness, The deposits are even larger than 
they were three months ago, in spite 
of the fact that the farmers have had 


een ap- a t ve h 
of the to fmance their harvesting, cultivation 
Omaha ggand other summer farm expenses con- 
he com nected with cropping. 


“By keeping close watch of the crop 
reports,” says one general agent who 
does part of the soliciting in his terri- 
tory, “I find it possible to do business 
easier, this year, at least, than by blindly 
laying out a schedule and covering the 
whole territory systematically. The 


entered HM crop bureau jointly maintained by the | 
- Walt, federal and state governments has di- 
Outside HM vided the state into nine districts, and 
esigned MM accurate and regular reports are re- 
director TMM ceived from each of these. These show 
nd was this year just what groups of counties 
e Cen- in the state were hardest hit by drouth 
conditions and just which ones are bet- 
ter off than in average years. 
“This makes it possible for a general 
agent to know just where the most 
wheat and corn money will be in cir- 
— culation this fall and winter, and plan 
his schedules accordingly. In southeast- 
» busi- HMR ern Nebraska this year every one of the 
counties save the few along the Mis- 
souri river were hit by drouth. Wheat 
rance did not go above eight bushels to the 
ployes acre, and this on land worth $150 to 
sder 3 $200 an acre. Corn prospects are not 
ithern good in that section. The east central 
fe po- group of 15 counties shows much the 
t in same state of affairs, but in western 
and west central Nebraska wheat aver- 
aged from 14 to 19 bushels on land 
worth from $50 to $125 an acre. North, 
northwest and northeast Nebraska raise 
> _by little wheat but a lot of corn. Their 
Cin- wheat averaged close to 20 bushels, and 
D go their corn prospects are the best, the 
ional condition averaging around 90. 
ting “The crop charts not only tell where 


can the money is, but they indicate unerr- 





that ingly where the best psychological con- 
mat- ditions are to be found, and that com- 
gen- bination spells a bigger business for the 
Life, agent who lays out his route intelli- 
hose gently.” 
de- . 
ad- 
Wisconsin State Fund Business 
In July the Wisconsin state life in- 
ig Surance fund wrote 25 policies for a 
ild- total of $41,000 of insurance, the largest 
ts amount written in any month since cre- 
= ation of the fund in 1913, according to 
an Commissioner W. Stanley Smith. The 


ky increase was due mainly to the fact that 
the maximum policy in the fund was 
mereased by the last session of the 
legislature from $1,000 to $3,000. The 
lund has more than 700 policies in force 
lor a total of insurance in excess of 

5,000. Assets are $145,600 with sur- 
Plus of $18,500 over liabilities. 









TAKE TAX CASE INTO COURT 





Federal Reserve Life Wants Assess- 
ment on Similar Basis to Other 
Companies of State 





TOPEKA, KANS., Aug. 20.—The 
Federal Reserve Life of Kansas City, 
Kan., lost its appeal to the public serv- 
ice commission to secure a reduction of 
the valuation fixed by the Wyandotte 
county board of equalization. The com- 
pany is expected to bring a suit shortly 
to have the ruling of the commission 
set aside and the assessed value of the 
| company placed on a basis in equality 
| with the other insurance companies of 





| the state. 

The suit will be important in that it 
will finally determine the method of 
| assessing insurance companies and will 
prevent the wide variations in values as 
now fixed for these companies. The 
| Federal Reserve will be compelled to 
pay taxes at the rate of about 3% per- 
cent on more than $500,000 of its assets. 
It has assets of $1,507,371 and the 
assessed value was fixed at $900,000, It 
will be allowed exemptions on some- 
thing about $400,000. The Kansas Life 
of Topeka has assets of $1,746,438 and 
the assessment upon which it pays 
taxes fixed the value at $29,041. The 
Liberty Life of Topeka shows assets of 
$1,328,996 and its taxable value was 
fixed at $1,150. The National Reserve 
Life of Topeka shows a taxable value 
of only $1,000 on assets of $955,091 and 
the Victory Life has assets of $357,099 
and the assessed value was $2,100. 

The assessed value of the Federal 
Reserve was originally only a nominal 
sum. Then W. H. Gregory, president 
of the company, began advertising for 
the stock of the company, offering to 
pay eight to ten times the par value 
and declaring the stock was worth that. 
The same advertisement was used in 
selling life insurance. The result was 
that the Wyandotte county board ruled 
that if the stock was worth so much 
that it ought to be assessed at a greater 
valuation and finally fixed the value at 
$900,000, nine times the par value. 

It is expected that the suit to set 
aside the assessment will be filed in a 
short time. The taxes are not due until 
November and need not be paid until 
late in December so that a decision of 
the supreme court is expected before 
the time when the company would be 
compelled to pay taxes on the new 
valuation. 


WELL PLEASED WITH SHOWING 








First Half Year in Twin Cities Satis- 
factory and July Kept Average 
Up to About Par 





MINNEAPOLIS, MINN., Aug. 20.— 
July and August are not months ordi- 
narily in which life insurance agency 
managers here look for brisk business, 
but the month just closing has been fully 
up to the average. Nearly two weeks 
following the holiday were extraordi- 
narily hot for this section and life sales- 
men had little encouragement or ambi- 
tion to push business. But the latter 
part of the month was more favorable 


COMPLETE COVERAGE 
FROM A SINGLE SOURCE 





Life Health Accident 
Life Policies—Disability Policies—Accident 
Policies 
Sub-Standard Standard Super-Standard 
One Company One Correspondent One Contract 
40 Popular Life Forms 7H & A and Auto Injury Forms Group Protection 


WE WANT REPRESENTATIVES in Ohio, Indiana, Kentucky, Michi- 
gan, Pennsylvania, West Virginia, Texas, Oklahoma, California. 


TELL IT ALL in your first letter—your confidence will be duly respected 
pending your decision to accept or reject. 


THE OHIO STATE LIFE INSURANCE COMPANY 
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CAN YOU QUALIFY 


For a General Agency proposition in Missouri, 
Minnesota or South Dakota, with a Company 
which gives real service to its Agency force, 
and under direct Home Office connection. 


Des Moines Life and Annuity Co. 


“The Company of Co-operation”’ 


DES MOINES - = = «= «+ IOWA 




















Service to Policy Holders 


and he 
Live Up-to-Date Policies 





Hi. B. HILL, President 


MUTUAL LIFE OF ILLINOIS 


An Old Line Legal Reserve Life Insurance Company 


A Company of Service 


tration Act” which requires the reserve on every policy issued to be deposited | 


Operates under the Famous hp] ny 
in Trust by the Insurance Department of the State 


A few good openings for good live producers in Illinois. Correspondence Invited. 
N. H. WALT, Vice-Pres. and Agency Director JAS. FAIRLIE Vice-Pres. and Actuary 


HOME OFFICE 
SPRINGFIELD, ILLINOIS 


Service to Agents Service to the Public 


Ordinary Life Limited Payment and Endowments 


DR. J. R. NEAL, Sec. 
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for active work with the result that the | month and with the opening of 4, 
e business booked the closing ten days of | season in September agency ma 
A R e Cc or d of Ser 1 ce July brought the average for the month | and their — agents are Counting 
V up to about par. a_ pronounce improvement both jy 
Agency managers are generally well cities and in the rural districts, 
The year 1925 marks the seventy-fourth anniversary of the pleased with their showings for the first , : 
Massachusetts Mutual Life Insurance Company. Ever since 1851 half of the year. Nearly any —_ Files Tax Bill 
this Company has furnished unexcelled life insurance protection office here has done as well or better! The Rey. N. M. S — 
at a low net cost and has maintained its record of unswervin than last year. And the best part of the EE caagy = in o oaiitien ‘samen 
loyalty to its policyholders. The years have brought wonderf year is yet to come, for the farmers of | himself and filed in the disiret a 
growth and prosperity. To-day, as in the past, the whole per- the northwest have begun to harvest | asked that various companies sell. ™ 
sonnel of the Company is imbued with the spirit of service, a another good crop which will sell at | insurance be compelled to list 
A GS SY ere Sere) erate pricheis seusoe’s operations, ‘This means | caPital stock and intangible ame 
* 7 Ss s " : 9 I 
JOSEPH C. BEHAN, Superintendent of Agencies stimulation of business all down the line. me gree Re gg Ay the Re ,. 
The employment situation in the large | mervyille’s same request she 


+: : : : to them 
S H cities moony strengthening to a yen ag advice from the county attorney's 
insurance business among the rank and file. | 4}, ate 1 o heb 
There has for some months past been that the stete law only regi 


mestic insurance companies to pay 


a moderate surplus in the Twin Cities in ‘lis of thei : 

skilled labor and clerical help and this mane pesca Fi, ceenios a 

has been a deterrent to normal life in- | the above petition are as follows i 
surance activity. There are indications | ers Reserve Life, Equity Life. ¥ 


OF SPRINGFIELD, MASSACHUSETTS that this condition will be eliminated | American National, Northwestern 


INCORPORATED IN 1851 during the fall and the winter. Omaha Life and the Prairie Life 
August promises to be a fair business of these companies have their home 


fice at Omaha. 




















Headquarters Are Moved 


J. H. and K. C. Healy, general ages 
in southern Minnesota for the Hos 
Life, have removed their headquarig 
from Mankato, Minn., to Mamm By 
ing, St. Paul. J. H. Healy has by 
with the company for 25 years. K¢ 
Healy, his son, joined the company 
1919. They now cover 38 counties, 





To Open Duluth Agency 


_ The American National of St. Low 
is planning to establish a district ageng 
in Duluth. 


of the new business issued by The Northwestern 
Mutual Life Insurance Company of Milwaukee, 
Wisconsin, in 1924 was upon applications of 
members previously insured in the Company. 

















SOUTHERN F IELD | 


SALES SCHOOL IN OKLAHOM 











Opening Session Finds 112 Students « 
Hand With Several from 
Texas 


A class of 112 students assembled 
the opening session of the school d 
life insurance salesmanship at Ok 
fhoma City last week. Most of th 
members of the class were Oklahon- 
ans, but about 15 came from variow 
points in Texas to take advantage a 
the opportunity offered through th 
efforts of the Oklahoma Association 
Life Underwriters. 

The school will hold a 60-day sessio 
under the direction of Dr. Griffin 
Lovelace of New York University, 
backed by a faculty including Ralph 
Engelsman of New York, Vincent 5 
Coffin of Albany and Frank M. See a 
Nashville, Tenn. , 

This is the third effort to give under 
writers of the southwest an opportu 
ity of this sort, made by the Oklahoma 
association. In 1922 the association was 
instrumental in establishing an_ mst 
ance salesmanship school at the Univer 
sity of Oklahoma. The course was tt 
peated in the summers of 1923 and 192% 


Arkansas Company on New Basis 

Operating on a unique plan, by which 
the charter policyholders will be owt 
ers of the company, the Pyramid Life 


is opening for business with headquat- 
ters in the Home Insurance building # 
NOW OPEN Little Rock, Ark. During the organi 

tion period the company will write caly 
one policy, the 20-year payment, old line 


For local and district agents contract legal reserve policy. These will be wrt 


ten until $10,000,000 . ne 
; been placed on the books, or not 
write to than $100,000 surplus created. oa ’ 
company will be incorporated an¢ ™ 

FRANCIS L. BRO W N, Secretary and Manager capital stock divided among the policy- 


holders, according to the amount a0 


age of their policies. A reinsurance co® 
tract has been made with the Reinsut 
ance Life of Des Moines. 


ROCKFORD, ILLINOIS Texas League Star Insured 


The Houston, Tex., Baseball Associa 
tion has insured one of its star play 


The Pe rie ie Once a Policy- 
Policyholders’ Se holder—Always 
Company hy Weide 





THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 
MILWAUKEE, WISCONSIN 3 


W. D. Van Dyke, President 
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first time that a minor 
ve player has been insured for so 
ea sum. McCurdy’s recent sale to 
Chicago White Sox for $30,000 was 
inspiration that prompted the tak- 
out of the policy. It will be some 
however, before McCurdy is de- 


nt. 
is is the 











LIFE a> INS. 
& DISABILITY | 
LINCOLN; NEBRASKA 


M. D.HATCH 


PRESIDENT 
Liberal Agency Contracts 








livered and in the meantime he has 
several games to play. With the insur- 
ance policy the White Sox do not stand 
to lose, no matter what happens. 





Addresses Kiwanis Club 


Ralph P. Harrison, general agent at 
Richmond, Va., for the Union Central 
Life, gave an interesting talk on “The 
Spirit of Lawlessness” before the Ki- 
wanis Club of that city the other day. 
The talk was prompted by the commis- 
sion of several murders in Richmond 
within the past few weeks, two police- 
men being among the victims. 
Kiwanis Club,” he said, “has been doing 
a great deal of work in the interest of 
underprivileged boys, but it seems time 
now to curb the activities of overpriv- 
ileged men who tote guns and shoot 
down people.” Mr. Harrison is a char- 
ter member and former president of the 
Kiwanis Club. 





Contests Tennessee Case 


The International Life has filed suit 
in federal court at Jackson, Tenn., to 
contest attempts to collect a life insur- 
ance policy for $50,000 taken out jointly 
by the late Federal Judge J. W. Ross, 
Thomas B. Carroll and J. L. Lamping. 
The petition alleges that the recent 
death of Judge Ross was caused by 
“self-destruction by drowning” and it is 


“The | 


further contended that fraudulent state- 
ments were made when the joint appli- 
cation for the insurance was made to 
the company. 

Judge Ross lost his life July 9 when 
his automobile ran from a roadway near 
Jackson. This was the day after he had 
been indicted for alleged implication in 
| irregularities which resulted in the fail- 
ure of the People’s Savings Bank. Car- 
roll, cashier of the bank, is under bond 
to answer to a charge of embezzlement 
of more than $300,000. 








Report on Texas Business 


Commissioner John M. Scott of 
Texas has made public a report on the 
1924 business of life insurance compa- 
nies in the state. Following are the 
total premiums collected and _ total 
claims paid for the year by various 


classes of insurers: 
Claims 
Premiums Paid 
Legal Reserve Life.$41,713,330 $8,847,478 
Assessment ........ 1,587,268 726,481 
Fraternal 10,005,369 4,884,313 





Liberty Life’s Field Director 


Marshall Douglas of Fayetteville, 
Ark., and Muskogee, Okla., has pur- 
chased an interest in the Liberty Life of 
Muskogee and will be field director for 
the company with headquarters in Mus- 
kogee. 























PACIFIC COAST AND MOUNTAIN FIELD 











AGENTS 
who can SELL 
as well as WRITE 


Can always be given an interesting 
proposition, much territory still 
awaiting capable representatives. 
Your inquiries will have considera- 
tion. 


UNION MUTUAL LIFE 
INSURANCE COMPANY 


Portland, Maine 














Stephen M. Babbit 
President 





Hutchinson, Kansas 








» writ: 
e has 
it less 
on the 
id its 
olicy- 
+ and 
 COn- 
nsuf- 






ee anita 








CLOSER RELATIONS SOUGHT 





Cooperation With Life Insurance Men 
Featured at Trust Company Ses- 
sion in Seattle 





SEATTLE, WASH., Aug. 20— 
Steps toward the cementing of closer 
relations between trust companies and 
life insurance companies of the west 
were taken at the concluding sessions 
of the western regional conference of 
trust companies, at which representa- 
tives from 11 states of the coast and 
Rocky mountains were present. 

The second day of the two-day con- 
vention opened with a joint breakfast 
with Seattle life underwriters at which 
the fast growing field of life insurance 
trusts and various forms of property 
insurance came in for thorough discus- 
sion. George L. Buck, president of the 
life underwriters, and O. A. Ehrenclous, 





actuary of the Northern Life of Seattle, 
were the principal speakers. 

Mr. Ehrenclous urged the trust men 
to encourage endowment, straight life 
or 20-payment life insurance policies as 
opposed to term insurance. The last 
named form, he pointed out, carried 
with it an increasing rate, coinciding in 
many cases with decreased earning 
power on the part of the individual. 

The joint service offered by insur- 
ance companies and trust companies in 
the trust insurance field was extolled 
by Lane W. Weber, vice president_of 
the First Trust & Savings bank of San 
Diego. Harold E. Frasier, vice presi- 
dent of the Union Trust Company of 
Spokane, advocated the widest possible 
use of insurance. 

Leroy A. Mershon of New York, sec- 
retary of the trust division of the 
American Bankers Association, under 
whose auspices the regional convention 
was held, declared that the insurance 
trust is one of the fastest growing and 
most important features of trust bank- 
ing today. 











ocia- 
\yers 





YOUR OPPORTUNITY 


To purchase big renewal interest in rapid 
growing agency. Best industrial and agricul- 
tural district of Ohio, including Cleveland. 
Address P-6 
Care The National Underwriter 


HOLD AGENCY CONVENTION 





Bankers National Has First Session in 
Denver—E. W. Beerman of Omaha 
Heads $200,000 Club 





The Bankers National Life of Denver 
is holding the annual convention of its 
$200,000 Club at Denver, starting Aug. 
17. The feature of the convention is a 
trip arranged for those who attend. 
This trip will include Estes Park, Grand 
Lake and other scenic points of Colo- 
rado. About 15 of the company’s field 
organization went to Denver for the 
convention this year. 

The Bankers National being only two 
years old, this is the first such conven- 
tion held to date, but it is planned to 
make it an annual affair, the company 
taking the opportunity each year to 
show the attendants some of the won- 
derful parts of Colorado. 

Earl W. Beerman of Omaha becomes 
president of the club by virtue of a pro- 
duction of $586,400 of issued and paid- 
for business during the year ending July 
31, 1925. E. C. Bigger of Lincoln, Neb., 
becomes vice-president by virtue of a 
production of $289,950 during the same 
period and W. A. Knott of Denver be- 
comes the club’s first secretary by being 
third with a production of $265,750. 

Other qualified members of the club 
are M. L. Blair, Omaha; R. S. Spahr, 
Denver, and C. B. McCormick, Omaha. 





West Coast Life’s Course 


The West Coast Life has announced 
a life insurance course for men between 
the ages of 25 and 40. This free sum- 
mer night course, which will continue 
for a period of four weeks with classes 
on Monday, Wednesday and Friday 
evenings, commenced Aug. 14, 





To Open Salesmanship Schools 


John H. Baird, general agent for the 
Aetna Life, will open schools of life 
insurance salesmanship in Seattle and 
Tacoma. 





Davis on Coast 


Frank H. Davis, agency vice-presi- 
dent of the Equitable of New ork, 
accompanied by several other officials 
of the company, is visiting the Pacific 
coast. Leading agents in northern Cali- 
fornia will hold a rally Aug. 24-25 at 
Oakland to meet them. After this 











meeting, a three weeks’ training course 





ACTUARIES 


ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 








160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 








A. GLOVER & CO. 


© Consulting Actuaries 
Life Insurance Accountants 
Statisticians 


23 South La Salle Street, Chicago 








H. NITCHIE 
° ACTUARY 


1523 Assn. Bldg. 19 S. La Salle St. 
Telephone State 4992 . . CHICAGO 








HARRY Cc. MARVIN 
CONSULTING ACTUARY 


2105 North Meridian St. 
INDIANAPOLIS, INDIANA 








RANK J. HAIGHT 


CONSULTING 
ACTUARY 


810-813 Hume-Mansur Bldg. 
INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








J. McCOMB 

oe, COUNSELOR AT LAW 

CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
ues, etc, Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forme Pre- 
gered. The w of Insurance a 
pecialt 








Actuarial Service Insurance Publicity 


ARRETT N. COATES 


CONSULTING 
ACTUARY 


354 Pine Street . . San Francisco 




















' STICK! 


MR. AGENT! 


Do you care for QUALITY, 
not SIZE? Age, Sound Expe- 
rience, Low Cost, a Splendid 
Record for over 67 years? 


Then why not take 
a General Agency for 


THE ST. LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
WRITE THE HOME OFFICE 








MORE THAN 507 


of the business written by some of our 
larger agencies is a direct result of the 
Fidelity lead service. Our agents interview 
interested prospects—people who have writ- 
ten the Head Office for information. 
Fidelity is a low-net-cost company oper- 
ating in 40 states. Full level net premium 
reserve basis. Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
A few agency openixgs for the right men 














a week is the cost of The 
National Underwriter by 
annual subscription. 











THE NATIONAL UNDERWRITER 


August 21, 

















LOUISIANA STATE LIFE 


INSURANCE COMPANY 
Home Office, Shreveport, La. 


TEXAS 


J. C. EVERETT, Manager 
317 Wilson Building Dallas, Texas 


ARKANSAS 


J. E. LEEPER, State Manager 
P.O. Box 1077 Little Rock, Arkansas 


We' may have just what you are looking 
for. Why not get in touch with us? 

















THE ROYAL UNION LIFE 
INSURANCE COMPANY 


Des Moines, lowa 


Strong and Progressive 





Paid to Policyholders— 
Over—$19,000,000.00 


Insurance in Force— 


Over—$ | 38,000,000.00 





A. C. Tucker, President 
D.C. Costello, Secretary © Wm. Koch, Vice Pres. 
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for agents will be started under the di- | 
rection of Dr. Van Arsdale. 
Cash Value Awarded 


A local court of Logan, Utah., has 
awarded a woman the cash surrender 


value of her husband's life j, 

along with divorce papers, an oad 
household goods. The cash valeed 
life insurance carried on the bad 
was specifically mentioned in the, 
cation. ’ 











IN THE ACCIDENT AND HEALTH FIEp 











ESTABLISHES MEDICAL PLAN 


P. F. Zimmer, Well Known in Insur- 
ance Circles in Nebraska, Announces 
Provident Health & Hospital Service 


P. F. Zimmer, formerly president of 
the Omaha Liberty Fire, well known in 
Nebraska insurance circles, has incor- 
porated the Provident Health & Hos- 
pital Service with offices in the Keeline 
building at Omaha. This form of serv- 
ice has been in operation on the Pacific 
coast for more than 20 years. There are 
no benefits paid for a person that has 
a contract but hospital service and also 
medical treatment is granted. It fur- 
nishes special service for eye, ear, nose 
and throat. It also gives ambulance 
service. For ages 15 to 44 years, the 
entrance fee is $3 and the annual dues 
are $18. It can be paid monthly at the 
rate of $1.75, quarterly at $5, or semi- 
annually at $9.75. From 45 to 49 years 
the yearly dues are $22, from 50 to 54 
years, $29.50, and from 55 to 60 years, 
$33. In case of the latter year classifi- 
cation, office and home service only is 
given. Medical examination is required 
of all applicants. Any holder of the 
certificate is entitled to medical service 
at any time. 


ARE USING THE BY-PRODUCTS 


Accident Company Officials Declare 
That in Themselves Newspaper Pol- 
icies Are Not Profitable 
: / 


Companies writing so-called news- 
paper accident policies have been in 
more or less a state of confusion since 
the Federal Life made its deal with the 
Chicago “Tribune,” whereby anyone 
who sent in an application to the 
“Tribune” would be given a policy for 
$1 premium. There were a number of 
contracts out with other companies and 
immediately a demand was made, that 
the “Tribune” contract be duplicated. In 
Chicago the “Tribune” accident policy 
became a real factor in newspaper cir- 
culation. The Chicago “Herald & Ex- 
aminer” which had a contract with the 
North American Accident wanted to in- 
crease its principal sum and liberalize 
the contract more along the “Tribune” 
lines. However, it was not able to se- 
cure as favorable terms. 

There was much discussion as to 
whether the “Tribune” contract could be 
carried out on anything like an even 
break. There has been no money made 
in the newspaper accident business it- 
self, but companies have been able to 
use the policyholders who take such 
policies and write them for regular ac- 
cident insurance. In this way the by- 
product has been the profitable commod- 


| 





ity. The North American Accident, 
Federal Life, Great American Casualty 
of Chicago, National Casualty, Inter- 
Ocean Accident and Continental Life of 
St. Louis are the main companies writ- 
ing these policies. 


Held District Meetings 


The Mutual Life of Illinois recently 
held a series of midsummer district 
agency meetings at St. Louis, Mo., Chi- 
cago, Des Moines and Iowa City, Ia. 
These meetings were conducted by F. 
M. Feffer, vice-president, assisted by 
Missouri State Manager R. G. B. McKee, 
Chicago Division Managers Schmidt and 
Parker, Iowa Division Managers J. O. 
Hoffman and D. F. Creech. Activities of 
the company for 1925 were discussed, 
and plans were made for a very exten- 
sive campaign for the remainder of the 
year. A very gratifying increase in 





business has been secured this year. 


c 
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NOW EXTENDING ITs 


Income Guaranty Having 
Stock Company Will Enter a Nw, 
ber of States for Business 


The Income Guaranty of South 3 
Ind., which has operated as a mp 
since 1917, was licensed by the is 
gan department as a stock cop, 
June 25. Immediately thereafter i; , 
ified as a stock company throughoyj 
entire territory consisting of Indi 
Illinois, Kansas and Missouri, jp y 
tion to its home state. 

The company in its financial states 
as prepared following an examin 
by the Michigan department as of 
28 gives its paid in capital of siy 
with surplus to policyholders of $193; 
The statement also shows insurang 
force of over $33,000,000. 

At present the company is Prepari 
to enter New York, Massachusie 
Pennsylvania, Minnesota and Calif 
already having some plans in mind j 
agency extension in such territories, He 

This company set out in 1917, 
the definite idea of an unrestricted poig 
contract for business and _professi 
people and others of a similar og 
pational hazard. How well it sm 
ceeded is emphasized in the 1924, 
mium income of $417,702. An income 
$600,000 for 1925 is one of the company 
objectives. 

The active officers of the company 
A. N. Hepler, president, and John G 
Malmberg, secretary-treasurer, both ¢ 
whom are seasoned accident and healf 
men. Mr. Hepler is in personal chay 
of agency organization and directi 
ably assisted by R. C. Hepler, assist 
agency manager. Mr. Malmberg giv 
much of his time to the claim dep 
ment, aided by A. N. Hepler, Jr., as 
sistant secretary and claims adjuster 

The general offices of the compa 
are at South Bend, Ind. 


DEATH WAS NOT ACCIDENT. 


Insurance Company Not Liable for? 
tality Caused by Insured’s Drinking 
Bad Whiskey 


Death of Insured Caused by Drinki 
Bad Whiskey Held Not Accident 
Within Terms of Policy.—In Calkins 
National Travelers’ Benefit of Dé 
Moines, Supreme Court of Iowa, 24% 
W. 406, the company issued an accidett 
policy which insured against dell 
caused “directly, independently and & 
clusively of any and all other caus 
from bodily injuries effected sold 
through accidental means.” ; 

While this policy was in force the ® 
sured, it appears, drank a quantity 
whiskey from a jug. The whiskey © 
tained fusel oil, and the insured de 
several hours thereafter from the & 
fects of this poison. 

The company denied liability on the 
ground that the death of the insur 
was not accidental. Upon the trial 
of the cause which was before a 
a judgment was rendered against 
company. On appeal, the higher cou 
in reviewing the record, and reversit 
the judgment said: 

Drinking Was Veluntary 


“The record, as we have already ™ 
dicated, shows that deceased was, 
had long been, a hard drinker. Perhaps 
his habit in this respect was somewhd 
irregular, but there can be no dou 
that his power of resistance was cons® 
erably reduced by the excessive use 
alcohol. This alone will not, hower 
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if his death is traceable 
ntal means. 
1ing the liquor was a 


; ing contail 

or tel insured must have known & 4 a ¥ ; 

om of the liquor contained there- 

aor as its effect when taken in- 

« His act in placing the jug - 

toc for the purpose of imbibing the 

ane wholly voluntary. * * * If Pm ' L 

th resulted from the effect of the AVE you—in spite of your best effort—accumulated so many premium 
yoluntarily taken, then clearly no . : eee: ag “we > ; ; . ° s 

wry could be had. * * * It is our | notes that you are financially handicapped? Have you longed for a 

ver) , . y ay * : 

clusion * * * that the motion made | happy medium between charity and commercial banking where you 

opellant at the close of the evidence 2 ; oe Siig rt? Age ~ i . ee a 

ry i verdict should have been could, on a business basis, finance yourself in such a situation: 


pat recovery, 
tly to accide 


ally. 








a directec — - oa 
wined. * * * The ae of the | 
nter ain A a - commade There is just such an arrangement available to and used by agents working under 
Q. A ° = - 
Business Labor Fights Maryland Plan the American Central Plan. 
» MORE, MD., Aug. 18.—Organ- So a ‘ re 
f South B vor of Baltimore has opened a This is a part of the Plan. The pre-selection of prospects, the pre-approach, the 
0s SEE 2 Comminstoner Bonown i ive canvass, control of the interview, close, the handling of notes, and a definite resale 
™ th ve to change insurance laws to give | » 7 ’ ’ : ee > ~ 4 
ock mh ce apamee lie conte aes ent campaign are all parts of this Plan by which successful agents are professionaliz- 
Ith and accide 8 & é ° : . . ‘S. . . 
cafter ity the persons who make fraudulent | ing their insurance work and their insurance service. 
TOUughoy jlmims. 
r of . . fight on the commissioner's plan T . 4 . 7 . ctnteac « ay -$n3 - +4 > 9 
B. hi ee SS ty Clinton & Manceck, We are now operating in twenty three states, and under certain conditions will 
ee, 2° See of Car- enter additional states. Details of the American Central Plan and our methods 
* nters. e zued: - . . . . . . . . 
Cial statendillirhe companies do not need as much of operation will be given gladly to anyone interested in considering a connection 
dD » S 
eXamina tection against frauds as the policy- with us 7 


nt as of iders need protection against the in- 


1 of $100, rance companies. 

'S of $ig9 “If Commissioner Benson is sincere in 

Insurance nting to bring about changes he can - 
more good by adopting a uniform 

i f blicy for all the companies than by | 

S prepari eking to discover a few fraudulent 

assachusety : 


au blicyholders. 
d Califor “In my belief the insurance commis- 


in mind gon was formed to protect the pur- 
rritories, hasers of insurance and not the com- 
1917, yigenies-” 
ricted polig 
Profession Munn Is Promoted i I : 
milar o¢ Wade F. Munn has been promoted to | C a RA 
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ell it Stmaim manager of the central division, | 



































g 1924 9 utual Benefit Health & Accident, with | 
Nn income eadquarters in Chicago. Before this | 
> companygromotion he was at the home office of | 
, e Mutual Benefit and had been a trav- | 
ompany ar ~ ——- for the Travelers for 
d John @ : 
r, both ¢ ; : 
and heal National L. & A. Promotions 
mal charge The National Life & Accident has made 
direcialiibe following promotions: H. E. Tay- | | Perhaps the most comprehensive field 
r, assistammeet of Detroit to a superintendency development program in existence today. INSU RANCE co. 
berg gin som zs M. =e of Detroit to su- One phase is described in this advertise- 
perintendency there; L. S. Tyler of ment. 
1 dep dalia promoted to a superintendency INDIANAPOLIS 
—- ESTABLISHED 1899 
company , . _ HERBERT M. WOOLLEN, President 
pal Special Drive on Auto Policies ; 

The Godbold-Saunders agency at Rich- | 
ENT mond, Va., which represents the Pilot 

ife among cther companies, is making | 
| p Give this month for the sale of 1,000 | NUMBER SIX IN A SERIES OF INFORMATION ADVERTISEMENTS 
e for bf the $10 automobile accident policies x 
rinking fssued by that company. At the rate the 

policies are going, no difficulty will be = 
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-t Universal Life Insurance Company 


Dubuque, Iowa 


WE WANT GOOD MEN 


MISSOURI ILLINOIS OHIO WEST VIRGINIA KENTUCKY WASHINGTON, D. C. MARYLAND NEW JERSEY 


Mr. Agent: 
Have you ever had a colored risk to place? And wondered where you could broker 


it? Put the Victory Life on your file and use it for that purpose. We are adequately 
equipped to take care of such business. 


VICTORY LIFE INSURANCE COMPANY 


HOME OFFICE: OVERTON BUILDING 3621 South State Street, Chicago 


ANTHONY OVERTON, President I. J. JOSEPH, V. Pres. & Gen’l Mgr, 
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encountered in reaching the goal that 
has been fixed, according to H. V. 
Godbold, head of the agency. Mr. 
Godbold himself sold 21 of the policies 
in an hour and a half the other day when 


he put in some of his spare time to help 
boost the sale. The policy pays $2,500 
for death from an automobile accident 
and $25 a week for disability resulting 
from such accidents. 








NEWS ABOUT LIFE POLICIES 





Policy Literature, Rate Books, etc. 
PRICE, $3.50 and $2.00 respectively. 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Digest” and “Little Gem,” Published Annually in May 


the “Unique Manuai- 
and April respectively. 

















SEVERAL CHANGES ARE MADE 


Equitable ‘of Iowa Increases Its Limits 
on Double Indemnity and Offers 
Other Advantages 


The Equitable of Iowa has increased 
the amount of double indemnity it will 
write with its regular policy from $10,- 
000 to $25,000, and is said to be consider- 
ing a substantial reduction in its rates 
for nonparticipating forms of coverage. 
The company will consider applications 
on male lives for double indemnity, ages 
15 to 17, up to $10,000 on life, endow- 
ment, 10-year term and terms to age 





65, which pays a continuous monthly 
income of $60 a month for 20 years 
certain or $100 a month for 10 years cer- 
tain. For ages 18 to 55, the company 
will consider applications up to $25,000 
on policies of these forms which provide 
payment of $150 a month for 20 years 
certain or $250 a month for 10 years 
certain. The limit on female lives, ages 
18 to 20, is $15,000, paying $90 a month 
for 20 years certain or $150 a month for 
10 years certain, and on ages 21 to 55, 
the limit is $25,000 paying $150 a month 
for 20 years certain or $250 a month for 
10 years certain. Provided that new in- 
surance of $1,000 is applied for at the 
time of filing the request for disability, 
the revised disability clause may be sub- 





stituted for the old clause on policies al- 
ready in force. 

The company has also authorized 
cashiers, general agents and agency 
managers to make reinstatements of 
lapsed policies within 30 days after the 
expiration of the 31 days’ period of 
grace without the necessity of transmit- 
ting papers to the home office. The 
company has abrogated the charge to 
agents for undelivered additional pol- 
icies. Agents of the company who are 
under bond are no longer required to 
pay the bond premium which the com- 
pany has assumed. 


Bankers Life of Iowa 


The Bankers Life of Iowa will now 
issue policies without examination up to 
$2,500 under the salary deduction plan, 
which is known as “the easy payment 
plan for life insurance and savings” 
among the Bankers Life policies. This 
limit applies for non-medical business 
when the applications are presented on 
groups of 10 or more between ages 18 and 
45 on any plan except term. Authority is 
granted to add total disability and 
double indemnity benefits in approved 
cases, but the company reserves the 
right in any case to require medical 
examination. 


New York Life 


The New York Life has announced to 
its agents that the commissions on poli- 








nothing. 








Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


Age Limits from 0 to 60. 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i.e. Annual, 
Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies. 
Same Rates for Males and Females. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike. 


Standard and Substandard Risk Contracts, i. e. less work for 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fila., Ga., IIL, 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 


S. D., W. Va., Wyo. 


THE OLD COLONY LIFE INSURANCE COMPANY 


of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd, running 
through to Quincy and Wells Streets, right in the heart of Chicago’s Financial district. 














cies issued over age 60 will be 
as at age 60. The announcemen 
that “on all policies in which a 
true age or rated up age is over 
on which applications were wri, 
examinations made before Aug i 


commission for the first year 
an amount equal in dollars and 
the amount of commission payab, 
the agents contract or employes 
ment on a policy issued for th. 


age 


WITH INDUSTRIAL Mg 


amount and on the same plan at 

















MADE DRIVE FOR ORpp 


Western & Southern Put on a gy 
Week in Which Over $5,000 
Business Was Produced 


A special drive for ordinary py, 
was made by the representatives of; 
Western. & Southern during the 
commencing Aug. 3. Reports ar 
yet all in, but it is defintely know, 
over $5,000,000 of insurance has been 
It’s by far the biggest week's busi 
ever recorded by that company, 

Fifteen districts produced $100,0% 
over, the leading district sending jp y 
$200,000. Middletown, O., a city of a} 
15,000, was one of the $100,000 distria 
Chicago produced $125,000 during 
week, one district having especially 4 
tinguished itself, for every agent » 
$5,000 or more, Five districts in De 
sold $544,300. 

The company’s progress through 
the entire year has been equally sat 
factory and it is anticipated that 4 
year’s record will close in a most sati 
factory way. The first six mont 
showed a $7,000,000 increase in ordip 
over the corresponding period in 19% 
Industrial business has kept pace wit 
the ordinary. 


NEW DISTRICT FOR DETRO 


Public Savings Appoints Allen Wika 
as Superintendent of the Office; 
Other Appointments Made 


The Public Savings of Indianapolis 
has established a new district in De 
troit, to be known as Detroit No. & 
Allen Wilson becomes superintendent. 
He was formerly superintendent # 
Evansville, Ind., and then was tran 
ferred to an independent superintené- 
ency at Redford, Mich. 

Other changes announced are: Agent 
C. E. Radcliff promoted to superinteni- 
ent at Indianapolis East; Agent 
Swathwood promoted to superintendent 
at Kokomo, Ind.; Agent R. M. Hayter 
promoted to superintendent at Dayton}; 
Superintendent C. B. Alexander tran 
ferred from Mitchell to New Castle, Ind; 
Superintendent D. M. Bailey transferred 
from New Albany to Mitchell, Ind; 
Agent C. E. Skelton, Mitchell, promote 
to superintendent at New Albany, Ini; 
Superintendent G. Spence and staff tran 
ferred from Detroit 2 to Detroit 5. Ane¥ 
district has been created to be known #& 
the Anderson district, composed of th 
two Anderson, Ind., staffs and the El 
wood, Ind., superintendent. Manager J. 
W. Miller transferred from Marion, Ini, 
to Anderson, Ind.; Manager W. T. Stew 
art transferred from Dayton 1 to Mariot, 
Ind.; Superintendent H. J. Burger pro 
moted to manager of Dayton 1; Agemt 
N. N. Sacksteder promoted to superit- 
tendent at Dayton 1. 


News of the Prudential 


John W. Neary of Philadelphia has 
been appointed an assistant superintent- 
ent for the Prudential in the Philadel 
phia No. 1 district. Mr. Neary entered 
ao ervene of the company on April 3 
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TRUST SERVICE IS FEATURED 


Northern California Association Re 
sumes Work After Vacation With 
Rousing Session 


SAN FRANCISCO, CAL., Aug. % 
—The first meeting of the Norther 





Association of California Life Under 
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since “vacation time” was 
record attendance. LeRoy 
secretary of the trust com- 
of the American Bankers’ 
f New York, was the prin- 
3] speaker, his subject being “Pre- 
em versus Post-Mortem Service. 
Mershon told of the work of trust 
ies throughout the United States 
its relation to life insurance and 
1-4 attention to the similarity of the 
ace rendered by these two institu- 
; and the manner in which they 
He told of recommenda- 
y trust officers that clients 
ould carry more life insurance, stat- 
. “Life insurance 1s the one thing 
‘trust officers of the United States 
now leaning on very heavily. 

President Victor A. Anderson an- 
snced a committee composed of Rolla 
Watt of the Aetna, Paul K. Judson, 
on Mutual, and R. L, Stephenson, 


ked by @ 
Mershon, 
division 
sociation 0 


ability of incorporating the associa- 
, Percy E. Webster, secretary, 
nd a report in which he set forth 
t a fund was being collected from 
neral agents and managers, members 
the association, for the purpose of 
mitting the association to prosecute 
isters” and all others who indulge 
“bad practices.” He stated that the 
sponse had been most encouraging 
nd that although no definite appeal 
nd as yet been made a fund of sev- 
| hundred dollars was already in the 
ssociation’s hands for this purpose. — 
Roy R. Henderson, first vice-presi- 
nt, announced that the 1926 Sales 
congress would be held in March of 
ext year and that plans were now 
ing formulated. 

* * 
District of Columbia—W illiam J. 
braham, vice-president of the Equitable 
fe, addressed the District of Columbia 





rion Central, to investigate the ad- | 


association at its regular meeting last 
week. He said that thé $125,000 an hour 
which old line life insurance companies 
are paying back to policyholders and 
their dependents is but one-half of the 
sum which policyholders hourly are 
paying to the life insurance companies 
in premiums and that this excess of 
money paid 


farm, the home dwelling, 
house, state bonds, railroad bonds and 
loans to policyholders for their needs. 


* * * 


Omaha, Neb.—President R. E. Spalding | 


of the Omaha association has named the 
delegates and alternates to the National 


Association meeting to be held at Kansas | 
A large rep- | 


City the last of September. 
resentation of life insurance men is ex- 
pected to attend from Nebraska and 
Iowa. The Omaha association will have 
no meeting until the last Saturday of 
September so that the appointments have 
been sent out to the members by mail. 
x * * 

Indianapolis, Ind.,—President Fred M. 
Dickerman of the Indianapolis associa- 
tion has announced his committees for 
the coming year. The chairmen are as 
follows: Program, Mansur B. Oakes; 
membership, J. R. Townsend; law and 
order, W. J. Greenwood; education, El- 
bert Storer; publicity, Dan W. Flick- 
inger; finance, W. W. Harrison; enter- 
tainment, George K. Jones. 


* * * 


Gary, Ind.—The Gary association is 
staging a united campaign against the 
dangerous habit of dropping an insurance 
policy in one company to take out 
another in a different company. The as- 
sociation is urging the public to consult 
with the first company before doing 
anything like that. 


Employes of the Old Line Life of Mil- 
waukee held their annual picnic at Sil- 
ver Lake Beach in the land o’ lakes near 
Milwaukee. Frank Beckman was gen- 
eral chairman in charge of the event. 
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W. E. Nichols Recites 
The Events of a Man's 
Sample Day’s Work 


E. NICHOLS, for many years 

e one of the star agents of the New 
York Life in’ Chicago, who has practi- 
cally retired from business, was a sys- 
tematic worker. He recommends that 
every agent should start out each day 
with a bunch of prospect cards in his 
pocket. He advises agents in cities to 
take at least 20 cards with them. He 
gives the following as a sample day’s 


work: 
Card No. 1. Out of city. Return in 
sxmonths. File card six months ahead. 


No.2. Dandy interview. This man 
knows a lot about insurance. Find I 
tan get a great deal of information from 
aprospect. He had never seen our new 
policy. I got his date of birth and he 
wil consider taking a policy when his 
age changes. 

No. 3. Too old and no member of 
family able to carry insurance. 

No. 4. Died a few weeks ago but got 
tame of son 22 years old. 

No. 5. Does not like the company. 
Once had a policy and got into a contro- 
versy with some man. I told him he 
ought not to blame the company— 
seemed more favorably disposed before 


I left. Will call again when age 
changes. 

* * * 
No. 6. A plumber who did some 


work for my father. Turned down by 
some company over a year ago, heart 
trouble. Told him our company does 
what all fire insurance companies do— 
1 ¢, makes the rate to suit the hazard. 
Could not tell him how much it would 
cost but. offered to have him examined. 
Wrote his application for $2,000 and later 
received a policy rated up ten years. 
Explained that higher premium carried 
With it dividends at the rated-up age, 
and bigger cash values. Pointed out 
t he was merely saving money that 
otherwise he might spend. He accepted 
€ policy and paid for it at once. 
_He stated he might take $2,000 more 
in February, so I put a memoranda on 








the card and filed it in a box I called 
my “tickler,” under date of Feb. 5. He 
gave me the names of five other 
plumbers. I made cards for them. 

No. 7. Has all insurance he can 
afford. Destroy card. 

No. 8. Meanest cuss I ever met. 
Good thing to meet a man like this once 
in a while. 
a pretty decent chap yourself. 

* * & 


No. 9. Said he could beat any life 
insurance company investing his money. 
Asked him in what kind of property he 
could invest $100 per year for 20 years 
and be sure not to lose the interest or 
principal. He couldn’t answer the ques- 
tion. Then I went at him. If he had a 
premium falling due once a year, I told 
him, he would save the money to pay 
it. He certainly wouldn’t put it in a 
bank every year for 20 years. No one 
ever really had done that. 1 wrote his 
application for $3,000 20-payment life. 


Got $10 in cash and made the balance | 
easy for him to save at $30 each month | 


for 3 months. 
No. 10. Friend of myself and wife. 


Took my wife with me in the evening | 


and had a good interview which will 
lead to closing an application later in 


the month. 


* * * 


The New York Life says: “The agent 
secured two applications totaling/ $5,000 
and three prospects for the future. A 
successful day. Suppose he had not 
written a single application, nor se- 


cured a solitary promise. Would his 
day have been lost? Far from it, pro- 
vided he had gathered information 


which would enable him to write insur- 
ance later on. If an agent gets nothing 
from a day’s work but three or four 
dates of birth, he may have laid the 
foundation for thousands of dollars of 
good business for succeeding months or 
years. Every friend a man has was 
once a stranger. The first call is the 
hard one, the second is easy. When the 
prospect is finally an ‘old policyholder,’ 
to call on him is a pleasure. You are 
then an old friend. You have done him 
a great service. You insure him again 


and again and you insure his family and 
friends.” 


in ‘over the amount paid | 
out provides financial assistance for the | 
the business | 


Makes you realize you are | 


| 
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Empire Mutua 


Life Insurance Company 
of the United States 


KANSAS CITY, MISSOURI 
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Life Insurance for a Greater Number 


The scope of National Life service is evidenced by the 
number of applications received from the uninsured which 
average about 50% of the total. It is further evidenced by the 
fact that under 46% of the policies becoming claims the insured 
carried no other insurance. 

‘ A National Life Contract offers the opportunity for increased earnings 
through selling more insurance to more people. Top contracts available in choice territory. 


National Life Association, Des Moines, Iowa 




















FOUR YEARS YOUNG 


Our Business in 1924 


Income $608,000............... Gain 134+-% 
Assets over $1,100,000......... Gain 25+-% 
Capital and Surplus over 
EASE SERRE Gain 144+-% 
Savings in Mortality $73,000 or... 66 % 


We have paid to our Policyholders or 
their beneficiaries since our organization 
started—$202,476.15. 

SALESMEN WANTED 
Minnesota, Iowa, Nebraska, Missouri, 
Kansas, Arkansas, and Oklahoma 


NATIONAL RESERVE 
LIFE INS. CO. 


GEO. GODFREY MOORE, President 
Topeka, Kansas 




















THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York has a 
record of EIGHTY-TWO YEARS of prosperous and successful 
business. It has passed through panics, pestilence and wars 
unharmed, and to-day, as a result of eight decades of endeavor, 
offers financial strength, reputation, magnitude, leadership, and 
life insurance service. 





| 





Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 
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HOME LIFE 


Insurance Company of New York 


ETHELBERT IDE LOW, 
President 


The 65th Annual Report Shows: 


Premiums received 
during the year 
1924 .... 
Payments to Pol- 
icyholdersand their 
Beneficiaries in 

Death Claims, En- 
dowments, Divi- 

dends, etc. ....... 6,321,524 
Increase in Assets 2,801,996 
Actual Mortality 62.4% 

of the amount expected. 
Insurance in 

Force ....+..$260,530,414 
Admitted Assets 51,457,218 


$8,003,453 


ee. 





FOR AGENCY APPLY TO 


W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohio and 
Northem Kentucky 
Rooms 601-606 The Fourth Nat. Bank 
Building 

CINCINNATI, OHIO 

HOYT W. GALE 


508 Union Trust Bidg. 
CLEVELAND, OHIO 





INSURANCE PROVIDES F INANCIAL 
SOLVENCY FOR THE COMMUNITY 





BY ANGUS ALLMOND 
Superintendent of Agencies, Reliance Life 


HERE was a 
bankers honestly believed that if 
they encouraged the customers of 


| 


time when many |encouraging of their customers to buy 


life insurance until an epidemic strikes 
their community, as life insurance can 


their banks to buy life insurance they | only be gotten when the applicant is in 


would actually injure their banking 
business by causing the financial re- 
sources of the community to be reduced 
through the withdrawal of money re- 
quired for life insurance premiums. But 
that day has long since passed. Today 
the well-posted, up-to-date bankers are 
doing everything they can in reason to 
encourage their customers, as well as 
others, to take out life insurance. 


Shows Community’s Solvency 


The amount of life insurance carried 
by the citizens of any community deter- 
mines, more than anything else, just 
how solvent that community is finan- 
cially and morally as well. Bankers 
know that when anyone in a community 
dies without life insurance, the estate 
is usually insolvent. His home is sold 
to meet the mortgage; the family is 
scattered and frequently wrecked mor- 
ally, as well as otherwise, because of 
lack of home influences, and whatever 
the deceased may owe to those in the 
community usually has to be marked off 
with other bad debts. 


Wanted Insurance Agent 


Some years ago a great epidemic 
swept over this country, carrying off 
many of the strongest and best young 
men in every community. In the midst 
of that epidemic, a banker wrote me to 
send into his community a reliable, ener- 
getic insurance agent, as he wished that 
community made solvent. That banker 
had the “big idea.” But it is a danger- 

















ous thing for bankers to put off the 


good health. 

Reliable statistics show that 85 per- 
sons out of every 100 dying in the 
United States today do not leave any 
estate, aside from their life insurance, 
which is a mighty good reason why 
bankers should use their tremendous in- 
fluence to encourage the carrying of life 
insurance policies by their customers, as 
well as others. 


Bank Gives Endorsement 


I have a pamphlet before me, recently 
published by a bank with assets of over 
$148,000,000, which starts off by saying: 

“Being in a position to know so much 
of the ups and downs, the successes 
and failures, which have attended many 
people with whom it comes in daily con- 
tact, this bank believes in life insurance 
for many reasons, some of which are: 

“Few men complete their life work. 
Most men die in the midst of their activ- 
ities, leaving incompleted tasks, half-ful- 
filled plans.” 


What a Difference 


“Very likely in today’s paper was re- 
corded the death of a man whose family 
lives in a mortgaged home and who 
hadn’t gotten around yet to the impor- 
tant matter of adequately insuring his 
life. What a difference it would have 
made to his family had there been a life 
insurance policy which would have freed 
that home from debt!” 

“Every day witnesses the passing of 





men who, in life, had prospered fairly 
well, but had carried obligations which, 


at the final reckoning of their 
wiped out their equities.” 7 

“ 2 

Consider the prosperous j. 
concern, the success of which 
largely on the life and health of. 
man. There are many ‘one mar 1 
nesses. The house has occasioy ; 
quently to use a credit line on the 
In granting credit, the bank feel 
more secure and considers loan o 
much more favor, if the life , 
strong man in the business jg jn. 
in its favor.” “on 


Cash Value Big Asset 


“A growing cash surrender Value j 
business men’s policies, indeed in a 
one’s policy, is an asset which may lees 
imately appear in a statement of aus 
Going without life insurance js place 


a great burden of risk upon one’s ox 
prises. Carrying as good a line of; 
surance as one prudently can will ole 
save to his estate much more than 4 
amount of insurance itself. It will yp 
equities into unimpaired assets. Wy 


ing till one can afford insurance en 
hazards that the prudent, serious-minis 
person will avoid. 

“Paying the premiums into the by 
in easy installments is the best way, 
provide the premiums.” 


Encourages Premium Savings 


You will see from the last paragr: 
quoted above that this great bank j 
taking the trouble to encourage the py 
lice to open savings accounts for ti 
purpose of accumulating life insuran 
premiums against the day when thow 
premiums fall due. I believe that th 
day is fast coming when bankers ever 
where will make a practice of trying 
to get as many people as possible 
open up insurance accounts with thet 
banks, so that insurance premiums ca 
be paid promptly when due and th 
solvency of the great estates of the peo 
ple doing business through the banks 
would thereby be greatly increased an 
the financial strength of the community 





enhanced. 














TWENTY-ONE MILLION DOLLARS IN SECURITIES 


The Growth of Oak The Solidity of Granite 


STATE LIFE 


INSURANCE COMPANY 





INDIANAPOLIS 


MORE THAN 


Deposited with the State of Indiana for the 
Sole Protection of Policyholders 





PROGRESSIVE 


CONSERVATIVE 





On Agency Matters Address, CHARLES F. COFFIN, Vice-President 
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lgssification I's Made 
by Northwestern Mutual 
of Its Producing Agents 


E Northwestern Mutual has made 
an interesting survey of the agency 
nb year ending July 1, giving classif- 
tion of producers. It says: : 
“Classifying all agents who paid for 
5000 or more of insurance, it was 
--covered that 52.36 percent of the total 
‘ember of agents fell in classes paying 
»¢ $100,000 or more of insurance, while 
+ percent were in classes paying for 
13 nd over. 
ns equally significant that the res- 
nective percentages of total lives upon 
hom insurance was placed by agents 
{ the various classes reveal a marked 
nconsistency with the percentages of 
beents in the groups. For example, in 
he $250,000 to $500,000 class, 14.10 
percent of the total agents paid for 
ysiness on 23.46 percent of the total 
ives. 









* * 


“The percentages of the total amount 
paid for by the respective classes in- 
dicate a further lack of agreement with 
numbers and lives. For example, in the 
$250,000 to $500,000 class, 14.10 percent 
of the total agents paid for 29.80 per- 
cent of the total insurance and 23.46 
percent of the total lives. 
“The large table herewith indicates 
these comparative percentages by classi- 
fed groups. Perhaps a better way to 
show the meaning of these percentages, 
and at the same time enable each agent 
to compare his own record with the 
average for his group, is to list the 
average amounts for each life paid for 
by the classes of agents. 


o. 2 s 

Aver. 
Amt. for 
Class of Agents Each Life 
CLRNNOO ORE OVOP. cc ccccccccccccs $18,448 
500,000 to $1,000,000............ 10,632 
250,000 to 500,000... .. ccc ceee 6,831 
150,000 to oe, eae 4,809 
100,000 to eee 4,073 
50,000 to i ae 3,505 
25,000 to Pee a eccvcoccase 3,068 


“If your own record shows that, in 
order to qualify for your class, you had 
to pay for twice as many lives,—that 
is half as much average amount for each 
life—as the agents of your group, you 
are not selling large enough policies. 
The $1,000 policy of yesterday is 
scarcely equal to the $2,000 policy of 
today; where a $2,000 policy sufficed 
formerly, it now takes $4,000. 

* * * 


“An agent came into our office re- 
cently and said that he rarely prepaid 
a case, and that it was a set habit with 
him not to do so. He did not mention 
the extra effort, the numerous ‘second’ 
sales efforts with the prospects to whom 
he had to deliver those policies. He 
also did not mention his percentage of 
not taken business. Watch your habits. 
Get settlement, and don’t sell $5,000 
where $10,000 is the proper amount.” 

* * * 

The table is: 


of of of 

Cla Total Total Total 
Ss of Agents Agents Lives Amt. 
$1,000,000 and over... .58 1.46 5.01 
500,000 to $1,000,000 3.45 6.90 13.64 
250,000 to 500,000 14.10 23.46 29.80 
150,000 to 250,000 18.97 25.21 22.54 
100,000 to 150,000 15.26 15.87 12.03 
50,000 to 100,000 26.65 18.63 12.15 
25,000 to 50,000 20.99 8.47 4.83 











100.00 100.00 100.00 





. The blessings of countless widows 
is daily being bestowed upon insur- 
anc€ agents to whose persistency they 
Owe their freedom from care and worry 
and toil, and the laughter of thousands 
of happy children whose education and 
clothing and food is the result of in- 
surance, should be an incentive to 











LLINOIS LIFE INSURANCE CO 




















thar’: earnest worker to give the best 
t is in him without thought of re- 





ward—F. H. Davis. 


criicAce 


i 
JAMES W. STEVENS, Founder 













































‘7 CANNOT leave this auspicious 
gathering without expressing my 
sincere appreciation of your 

greeting, my hope in the success of 

your enterprise and my conviction 
that here you are erecting an edifice 
dedicated to thrift and good citizen- 
ship. Such work as this lays the foun- 
dations of thrift and providence, incul- 
cates habits of saving and develops the 
Christian citizenship which is the hope 
of the country. I am convinced that 
the Illinois Life and the other life in- 
surance companies are not only pro- 
viding insurance for the family but 
insurance for good citizenship, 
and I wish you Godspeed 
in your enterprise.” 
















From the address of Carvin Coottpce at the 
Corner Stone Laying Ceremonies, Illinois 
Life Building, August §, 1922. 


Illinois Life Insurance Co. 


CHICAGO 
JAMES W. STEVENS, Founder 


Greatest Illinois Company 
1212 Lake Shore Drive 


The Illinois Life is The Dean of the Illinois Legal Reserve Companies 
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Agent’sWants—Fulfilled 


You want Insurance Contracts that can be sold. , 
We have them—the Complete Protection Policy— 
Optional 20-Pay Life or Endowment—is representa- 
tive. 


You want a desirable Contract. 
We have it—The Golden Rule Agency Contract. 
Every agent, a General Agent. 
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You want a Progressive Company. : ze 
THE NATIONAL SAVINGS LIFE is—young, virile 
and wide-awake. It is growing rapidly and main- 
tains a direct contact with all agents. 

We Want You 
if you are capable, ambitious, honest and have the 
determination to sell the real life insurance for a 
real company. Progress with the National Savings 
Life. 


Write Louis A. Boli, Jr., Vice-President and Agency 
Director, Wichita, Kansas, for full particulars, 


JATIONAL SAVINGS 
lyt ISS 
INSURANGE (GOMPANY 


National Savings Bldg. Douglas at Emporia 
WICHITA | 
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Springfield Life Insurance Company 


A MUTUAL LEGAL Reserve Lire INSURANCE COMPANY 
HOME OFFICE: SPRINGFIELD, ILLINOIS 


We offer to Agents who CAN— 
Liberal renewals—thus insuring a permanent income 
Actual—no ised—h office co-operation 
(4) Large actual prospect lists 
Business in Force $80,000,000 














4 Liberal first year commissions 
@ pe 





A. L. Hereford, President 
Springfield, IlL 


George Hawkins Supt. Agencies 
Springfield, Ill. 








If If 


Territory does make a difference You are a producer 


If If 

Close cooperation is necessary You believe in yourself 
If If 

A friendly interest is needed You want a REAL job 


Write or wire 


S. M. GROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 
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SUMMER TIME IS HARVEST TIME FOR 
AGENTS WHO BELIEVE IN HARD Worx 





The world’s record of E. A. Gillispie, 
Guardian Life agent at Shreveport, La., 
who recently wrote 101 applications for 
life insurance in one day, has rather 
definitely answered the claim that July 
and August are two months in the year 
when the insurance agent might as well 
take a vacation, the thought being that 
there is just so much business to be had 
and that extra effort will avail little. 

Even the fact that Mr. Gillispie 
“worked up” his prospects in advance 
of the record-breaking day does not de- 
tract from his accomplishment, for he 
demonstrated that there is plenty of 
business for the life insurance agent 
even when things are supposed to be the 
dullest. 


Gets Settlement for 75 “Apps.” 


If the mark set by Mr. Gillispie were 
not proof enough that there is business 
in the summer months, the accomplish- 
ment of C. O. Wilkerson of Joplin, Mo., 
may be added. The latter recently wrote 
applications to the number of 75 in one 
day, for all of which he received finan- 
cial settlement. 

Add to these two examples the work 
that is being carried on by a number 
of general agents in Chicago and the 
business they are getting, and there 
should be sufficient proof to show that 
the “dog-days” can be used to good ad- 
vantage in the solicitation of life insur- 
ance. 


Vacation Time for Agents Too 


The arrival of July is the signal, in 
many lines of business, for a general let- 
down. Following the line of least re- 
sistance, the average life agent lets 
down at the same time. He either de- 
cides to take an extended vacation dur- 
ing those months, or else just eases up 
on his efforts. 

It is true, managers and officials have 
found that July and August are months 
when it is often difficult for the agent 
to see his prospects, as they may be on 
a vacation, at the ball game, or are just 
too hot to talk business. One general 
agent in Chicago has found, however, 
that the hottest weather is his harvest 
time. It warms him up to his work and 
he usually is able to sell his man when 
he finds him because the prospect has 
been wilted by the temperature into a 
state of least resistance. 


Summer Contests Get Results 


In some instances those in charge of 
the agents have launched special cam- 
paigns in July and August in an effort 
to counteract the mental hazard of a 
small summer business. It has always 
been found that such a concerted effort, 
or even the individual efforts of indi- 
vidual agents will get results whether 
the weather is hot or cold. 

De Forest Bowman, general agent in 
Chicago for the Bankers Life of Iowa, 
admits that insurance sales closely par- 
allel general business conditions with a 
production curve high in the spring and 
fall, and low during the winter holidays 
and heat of summer. But there are al- 
ways some lines of business, Mr. Bow- 
man points out, which enjoy their great- 
est activity in summer, just as there are 
always some industries which prosper 
most when timies seem hardest. 


Should Sell Where Prospects Are 


A careful perusal of newspapers, trade 
publications and pertinent digests, he 
finds, will give the agent an insight as 
to which fields of business will reward 
his sales efforts with the greatest har- 
vest. 

“But as to the real reason for the 
average agent’s failure to deliver during 
the dog-days,” says Mr. Bowman, “this 
is his frame of mind. There is, it is true, 
a general relaxation after the heavy 
spring and fall selling seasons. There is 
a general lull of business, but much of 
it is due to the fact that we just take it 
for granted that there should be. 
“There will always be business for the 














man who hustles for it. In hot Weathe 
we should really get warmed UP to 
subject. It may be too hot for oy tog 
pects to get out, but that’s the Very tj 
to catch them in, rather than to fee gy 
it’s too hot for us as well.” 

Sales contests of all sorts have Tepe. 
edly filled in the summer sales a 
Often these take the form of ba 
games of some kind, with the | 
treating the winners to a real ball gan 
Russell S. King, assistant agency ma. 
ager for the State Mutual Life, is a fr, 
believer in contests built along the ling 
of baseball games and other sports, | 
is his plan to capitalize very shortly 
the rodeo now being held in Chicago, 


Proper Planning Is Needed 


“One thing that must be done in thi 
sort of a contest,” Mr. King declare 
“is to make it possible for the man why 
produces a number of small applications 
to rank somewhere near the agent wh 
writes fewer applications of greater yo. 
ume. In one contest we held recently, 
the office boy won the prize. 

“Another thing which will make th 
agent forget that there ever was a sun. 
mer slump is proper planning of work 
He should carefully pick out prospects 
whose buying power is not affected by 
the hot weather or general business é. 
pression.” 


Hard Work Beats Hard Luck 


Alexander E. Patterson, agency man- 
ager for the Equitable Life of New 
York, does not believe that there isa 
slump in summer. To his mind it is 
merely a question of working a littl 
harder because business is a little harder 
to get. His weekly bulletins to agents 
show a production record that has no 
depressions for the summer months, 

Here is a paragraph taken from the 
Aug. 7 issue of Mr. Patterson’s agency 
bulletin which is his answer to the ques- 
tion of how to get business in July and 
August: 

Always Keeps on Going 

“The Twentieth Century Limited, 
crack Chicago-New York flyer, doesn't 
run so much faster than the average 
train, but it always keeps on going. And 
that is why it makes that run of over 
1,000 miles in less than 20 hours. And 
that is what the successful life under- 
writer does—always keeps on going.” 


Power of Imagination 


It is a curious and interesting fact 
that any man who has integrity, in- 
telligence and industry, backed by de 
termination, can earn his bread and 
butter in the life insuance business, not- 
withstanding the fact that there are 4 
multitude of other qualifications which 
will aid him if he is so fortunate as to 
possess them. 

One of the most valuable of these 
additional qualifications is imagination. 

It is quite true that the man who 
has no imagination can succeed; but 
if so, it will not be because he lacks 
imagination but in spite of that fact 

But if he has a vivid imagination an 
utilizes it, he will write many applica 
tions that otherwise might be lost. 

It is by means of imagination that 
an intelligent man is able to read the 
character of every “prospect,” and put 
himself in each prospect’s place. 

It is his imagination which enables 
him to sympathize with every prospect, 
both in his sorrows and in his Joys 
both in his fears and in his aspirations; 
both in his likes and in his dislikes. 

Then, too, it is imagination whi 
enables the agent to devise novel meth- 
ods of procedure, so as to submit te 
his clients original, fresh, compelling 
propositions. ee 

But the agent who has imagination 
must cultivate it diligently, or he will 
not reap the full measure of success 
that he is capable of winning.—Agen’y 
Items. 
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BY E. J. 


ROSPECTING is being made easier 
Pesery day. Bankers suggest life in- 

surance to their borrowers; lawyers 
ulk it to their clients; certified account- 
ants preach its virtues to business men 
and ministers expound upon it from the 
pulpit. Pick up a national magazine 
and you see an article on life insurance. 
Almost every day your newspaper says 
gmething related to this subject in 
which you are so vitally interested. And 
then, prohibition! Look how it has 
mutliplied your prospects. Now the 
poor man has money enough to pay the 
premiums and the rich man is sober 
enough to give life insurance serious 
thought. And those who drink today’s 
brand of liquor find it unsafe to be with- 
out it. 

Life underwriters are frequently re- 
fered to as public benefactors and | 
preachers of thrift. These are high 
sounding terms but we cannot, however, 
forget that we have a living to make and 
that we owe it to ourselves and our 










Prospecting Is Being Made Easier for 
Agents Every Day Due to Endorsements 
of Insurance from Numerous Lay Sources 


BERL 


ET 
, Manager Guardian Life, Philadelphia 


families to make as great a financial suc- 
cess as is possible. 

It is, therefore, necessary to cut down 
on too much educational work by con- 
fining our prospecting among the fol- 


lowing: 
First: Men of permanent occupations 
and reasonable earning capacity are 


more desirable. 

Second: Married men or widowers 
with or without children are undoubt- 
edly better prospects than single men. 

Third: It is easier to insure men over 
20 years of age than those under 30. 
You know young fellows know it all 
and are sure they are going to live for- 
ever. I have two sons who are seniors 
in high school. They are growing 
| brighter and brighter day by day while 
poor dad is growing dumber and 
dumber. Records compiled up to the 
| end of 1923 show that ages 30 to 40 
have been the best, with 40 to 50 a close 
second. I am inclined to believe, how- 
ever, that monthly premium payment 











plan will greatly increase the number of 
assured between ages 20 and 30. It will 
also tend to increase the size of policy, 
bringing about a greater volume of pro- 


tection for the assured and a greater | 


volume of business in force for the com- 
pany. 

Fourth: Those who are already in- 
sured are much better prospects than 
those who carry no protection. 

Fifth: Prospecting is much easier if 
you have membership in the better 
clubs, lodges, civic associations, etc. 


Should Know When 
to Pocket a Loss 


In any consideration of prospecting 
would it not be well to teach ourselves 
to know when to pocket a loss? Life 
insurance men are entirely too prone to 
hold on indefinitely 
files. Many prospects are nothing more 
or less than suspects. Too many return 
calls will put you in the bore class. As 
you will never get the business anyway 
it is far better indeed to tear up such 
cards and assign them to the waste 
basket, devoting your energy to the 
more fertile field of new prospects. 

The best prospects for me may not 
be the best prospects for you. We know | 
a very successful agent who has given 
up even trying to insure professional 
men. On the other hand we know an- 
other successful agent who devotes prac- 


to cards in their | 


tically all of his time to insuring profes- 


sional men. We know another who 
works exclusively among the better 
class of labor connected with the build- 
ing trades such as carpenters, plasterers, 
brick layers, etc., etc., with signal suc- 
cess. 


Specialize Upon the 
Agreeable Classes 


This would suggest that you ought to 
specialize upon the classes with which 
|} you find it most agreeable to work, 
striving all the while to equip yourself 
for larger things. One who now catches 
cat fish can become the successful trout 
fisherman of the future if he fishes in 
| the right waters after having been suffi- 
| ciently diligent in his efforts for self- 

improvement. 

An important consideration, in “pros- 
pecting,” is just which policies you can 
sell best. All of us find some policies 
easier to sell than others. For instance, 
I specialize in business insurance, and 
monthly income, using the ordinary life 
| plan. One of our Philadelphia agents 
| sells practically nothing but special life 
| income endowment. Another Philadel- 

| phia agent has been selling term, much 
| too much term. While we are encourag- 
|ing the special life income endowment 
| specialist, we are trying to wean away 
|our term specialist from that form to 
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For the right man, we will enter 
the State of Florida. Many oppor- 
tunities are available in Ohio, Ken- 
tucky, West Virginia, Tennessee, 
Michigan, Pennsylvania, New Jer- 
sey, Mississippi, Arkansas, Texas, 
Nebraska and Iowa. 


THE OHIO NATIONAL LIFE 
INSURANCE COMPANY 


CINCINNATI, OHIO 


W. F. Macallister, Agency Mgr. 
T. W. Appleby, Pres. 
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Another Forward Step 


The Salary Savings Plan opens a new and broad field of life 
insurance distribution. This Company has adopted it, and thus 
maintains its front-rank place among the progressive companies 


whose leadership has been gained by vision and initiative. 


This Plan gives life insurance at its best to groups of salaried 
employees and wage-earners in return for monthly premium pay- 


ments. 


Always room in this organization for men and women who 
have the forward look, and who look with intelligence and in- 
dustry and integrity. Unexcelled service, together with three fine 

thly agency publications and first-class advertising literature, 


mont 
supply our representatives with an unsurpassed equipment. 


The Penn Mutual 


Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 

















T= Company with the personal contract offers ex- 

cellent openings to clear-thinking, red-blooded 
agents who like to cooperate with the home office and 
who will in turn be given every possible aid in their 


development. 


Write or wire for further information 


SAN JACINTO LIFE INS. CO. 
Beaumont, Texas 


H. M. HARGROVE, President 
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“ GLOB 


OF CHICAGO, ILL. 


PROGRESS OF THE GLOBE 


Estimated Results for 1924 Over Last Five Years 
GAIN in prvenest INCOME  .... ccc cccccccccccccecccecesess382 PER CENT 


ASSETS .nccccccveccccccccecess ccensonesccscocsccoeien TEE SEE 
GAIN IN INCOME. .........0s0-seeees ececccccccccccccccccccccs OS pas CENT 
GAIN IN INSURANCE IN FORCE .............+++ seveesseee 85 PER CENT 
AVERAGE GAIN OVER LAST FIVE YEARS ..... ++eeeees-228 PER CENT 


The above figures are the results < te hest grade of to 
policyholders and representatives. The la tie — 
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CLAIMS ADJUSTED BY RADIO 
It is the last word in 
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T. F. Barry—Founder. 
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>"‘Easy to read, easy to digest, easy to remember, easy to put at work making dollars for me’’—thus writes a 
buyer of “Easy Lessons in Life Insurance,” a text and review book with quiz supplement. $1.66 The 
National Underwriter Company, 1362 Insurance Exchange, Chicago. 





some other which is more protective for 
the assured. The policy which thrills 
you most to sell is the one best suited, 
perhaps, to your particular personal 
qualities. 

Having satisfied yourself as to your 
personality, your market, your method 
of selling and your kind of policies, 
you can more readily enter into the more 
serious consideration of where to go. 


Daily Newspaper Is 
Fine Prospect Directory 


Prospecting—let’s turn to the daily 
newspaper; what do we find? In this 
we must develop a nose for news re- 
lated to life insurance needs. 

Do not overlook newcomers to the 
community. Show them every possible 
courtesy. There are many sons that 
fathers are willing to insure. Go see 
such fathers. Non-medical acceptance 
should greatly increase the number of 
prospects among employed _ single 
women who in the past would not apply 
because of the examination required. 

Do not foregt the rainy day prospect. 
In this group you find men who are 
ordinarily on the street in pursuit of 
their regular occupations such as sales- 
men, contractors and structural workers, 
etc., etc. Instead of keeping dry in the 
agency office keep dry in the office or 
home of a rainy day prospect. 


If you will think of prospects in terms 
of what policies will do for them yoy 
will have a constant stream of them, 
viz.: mortgage coverage, salary com. 
pensation, readjustment, wives income 
son’s business, Mary’s education, Chris. 
mas or birthday, loan liquidation, inher. 
tance tax or administration expense 
We have said nothing of age changes 
relatives, business associates and friends 
of applicants, relatives of beneficiaries 
etc. 

In conclusion, where and how do yoy 
find most of your prospects . Through 
thinking and acting. First you muy 
think of an individual, then of his needs, 
But it cannot stop with thinking. Hay. 
ing thought of your prospect and his 
needs you must go see him Promptly 
and endeavor to render him that fine 
service which insurance representatives 
can. Never sell life insurance. Never 
sell policies. Do try to sell money for 
future delivery either during the lif 
time of the prospect or following his 
death, in such a way that it truly meets 
the prospect’s needs. Then you shoul 
have an unending string of clients, out 
of which will grow an unending string 
of prospects. Your future problem wil 
be not “where shall I go” but how to 
find time to see all of those who have 
| need of and can benefit by your services. 














HOW A NOVEL APPROACH BROUGHT 
$100,000 FROM HARD BOILED PROSPECT | 








HE “Aetna-Izer,” the life insur- 
ance paper of the Aetna Life tells 
an interesting story about a novel 


approach which produced $100,000 
from a hard boiled prospect. It came 
through the use of a letter. Here is 


the story as the Aetna Life house or- 
gan puts it: 

In a certain large agency, which pro- 
duces a sizeable volume of business 
during the course of a fyear, a method 
of approach involving the use of an 
appealing letter has been in vogue for 
some little time. The letter is used by 
the agent who approaches his prospect 
stating, after the usual introduction, 
that he has a letter which he wishes 
Mr. Prospect to read and pass an opin- 
ion upon. With some prospects the 
letter creates sufficient interest for 
them to request a program to be out- 
lined for them. In other cases the 
agent finds it expedient to ask Mr. 
Prospect, upon completion of his read- 
ing, if he himself has such a letter, writ- 
ten to his own wife. If he answers 
that he has not this permits, in most 
cases, a discussion of insurance cov- 
erage on a program basis. 


May Open the Mind 


In some cases the prospect may al- 
ready carry a certain amount of in- 
surance. The agent’s offer to arrange 
this insurance which he already car- 
ries on a program basis permits an an- 
alysis which, under all probability, will 
result in increased coverage so that it 
can be arranged as suggested in the 
letter. When the facts are brought 
home to them in this convincing way 
their minds are quite open and they 
are more likely to be in a buying mood. 

One general agent had an interesting 
experience with this letter while ap- | 
proaching a prospect who was notor- 
iously hard boiled. The prospect had 
a buffer in the outer office to prevent 
anyone seeing him whom he did not 
care to see. Upon entering the outer 
office the general agent asked to see 
Mr. Blank, and was in turn asked what 
he wished to see him about. The gen- 
eral agent’s reply was, “My name is 
So-and-So. I have a letter which I 
wish Mr. Blank to read, rl only take 
a few minutes of his time.” 


into Mr. Blank’s office, from which por- 
tions of a conversation like the fol- 
lowing came. 

“What does he want to see me 











about?” 


With this information the girl went | 


“He says that he has a letter which 
he wants you to read.” 

“Haven't I told you time and time 
again never to come in here unless you 
find out what the person wants to see 
me about?” 

“It is apparently important. I think 
that you had better see him.” 

“Well! I suppose I'll have to see 
him,” 

Gets Admission to Office 


Forthwith the general agent was 
taken to Mr. Blank’s office where he 
handed over the letter for Mr. Blank 
to read. 

Upon completion of the letter Mr. 
Blank said, “That is a fine letter, and 
you are the best insurance salesman I 
have ever seen. I want you to arrange 
some life insurance for me like that” 

In the ensuing half hour Mr. General 
Agent closed $100,000 of business with 
$50,000 more to come. 


Text of Letter Is Given 


This brief description of the general 
method of using this letter in an ap 
proach, together with the outline of a 
successful sale to a notorious difficult 
prospect serve to indicate the possibik 
ities of this form of approach in 
hands of any live agent. The letter is: 
My Dear Wife: 

Some of my life insurance will be paid 
to you in a lump sum. I have made the 
amount thus payable a little more that 
sufficient to cover outstanding bills, costs 
of my last illness, including funeral ex 
penses, income and other taxes. My other 
policies will give you a regular monthly 
income so long as you live and in addi- 
tion there will be some small interest 
peyments for the first several years. 

I have made the lump sum payment 
more than enough to cover the bills just 
| mentioned in order to supplement the in- 
| cume provision during the first year after 
my death because I realize that some 
thing extra wiil be required while you 
|}are adjusting your expenses to a lowér 
| scale than you have been accustomed t0 
While the monthly income under the 
| other policies will be payable to you 8° 
| long as you live I have provided, in case 
you do not survive me for a suffic jent 
time, that it shall be continued to the 
enildren long enough to give them a unl- 
versity education so that they may have 
equal opportunity for success with others 
of their generation. 

Knowing how difficult it is to invest 
and reinvest money over a long period 
of years without loss, this plan has 
seemed to me the surest way to provide 
for your safety and that of the children 
when I am no longer here. 











Your affectionate husband, 
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